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the Calls 

~ that 

Make the Sales 


The Classified real estate columns 
of Canada’s largest newspaper is 
the productive market where ready- 
to-buy prospects welcome your 
sales call. 
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The biggest newspaper readership 
in Canada buys from a greater 
selection of real estate advertise- 
ments than are published by both 
other Toronto newspapers com- ' 
bined. 
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“It is well for a man to respect his own vocation, whatever it is, 
and to think himself bound to uphold it and to claim for it the 
respect it deserves.” — Charles Dickens. 


Is the selling of publicly owned Lands 
by a Broker taboo? Not necessarily 
says Editor 


A brief article printed in The Canadian Realtor last November has 
had disconcerting overtones for some of our broker-members. The 
editor has since then received a number of queries asking us to in- 
vestigate and define the policy of the (Ontario) Department of 
Municipal Affairs which controls the means of selling municipally- 
owned lands to private industry. Some of these queries questioned the 
position of a broker who might wish to act for the locai authorities in 
the sale of these lands. 


To brief our readers, the November article drew attention to the 
plight of one Eric Bristow, a Burlington, Ontario broker who “found 
himself in the unhappy position of not being able to collect an earned 
commission from the sale of a township-owned industrial site.” 


The article went on to point out that the Burlington Council was 
amenable to paying Mr. Bristow his commissions, but that the Depart- 
ment of Municipal Affairs stepped in and vetoed this act. Deputy 
Minister Cumming insisted that it was against policy to ‘engage the 
services of a real estate agent to se|l municipally-owned land’. 


Continued on page 9 


* * * * * * * * * * 
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Planning Indusiry into a Community 


“The starting point for an estimate 
of the quantity of industrial land is 
the anticipated increase of employ- 
ment in manufacturing and related 
activities, such as warehousing, stor- 
age, and trucking. However, in in- 
dustrial employment the acreage re- 
quired per employee has been growing 
consistently for many decades and 
will continue to grow for three 
reasons. 


1. Increased mechanization and auto- 
mation results in an increase of 
floor area per worker. 


2. The use of horizontal conveyors, 
the need for large areas uninter- 
rupted by columns and for heavy 
machinery requiring its own 
foundation have resulted in a 
general preference for one-storey 
structures instead of the previous 
widely-used loft buildings; and in 
a@ consequent increase of ground- 
area per floor-area. 


3. The need for adequate space for 
parking and loading and the re- 
quirements for set-backs, land- 
scaping, and employee facilities 
result in an increase of land-area 
per ground-area. 

The cumulative effect of these three 
kinds of increase is a greatly de- 
creased employment density per acre 
of land actually owned, (or leased) 
and occupied by industrial establish- 
ments. 





Murray V. Jones 


commissioner of planning 
and secretary - treasurer 


wa Metropolitan Toronte Planning Board 


In addition, the desire to provide 
for the possibility of future expan- 
sion on the site has led industrial 
establishments to acquire ample re- 
serve land. Consequently, the employ- 
ment density per acre of total in- 
dustrial land averages considerably 
lower than the density per acre of 
“occupied” industrial land, and — the 
total amount of land to be assigned 
to industry is considerably larger 
than the amount of land likely to be 
used by industry at any given date. 
Furthermore, reserve land must be 
provided at all times not only on sites 
owned by industrial establishments, 
but also on land available for pur- 
chase or lease, in order to provide a 
wide choice of sites at various ioca- 
tions at reasonable prices for new 
and relocating establishments. 


On the other hand the fact that 
many establishments already own 
substantial acreage for expansion in- 
dicates that much of it will be taken 
into use during the period of the 
Official Plan, leading to an increase 
in employment density and a corres- 
ponding decrease in the need for 


‘additional industrial land. This has 


been taken into account in the estim- 
ates made for each planning section 
and for the entire area. 


> * * * 


While it is, of course, not possible 
to predict the employment density 


that will occur on any individuai site, 
experience shows that average ev- 
ployment density, like  residentia/ 
density, decreases regularly from the 
centre towards the periphery, because 
the intensity of any land use is a 
function of land price. Many enter- 
prises, in particular small, light in- 
dustry establishments, will continue 
to prefer central locations, generally 
in multi-storey structures. On the 
other extreme, establishments _ re- 
quiring large storage areas, such as 
oil refineries, tend to choose out-lying 
locations. Therefore, the Official Plan 
is based on the assumption of differ- 
ent employment densities in different 
planning sections.” 


The foregoing is a quotation from 
the first draft of the Metropolitan 
Toronto Official Plan published in 
1959 which indicates the general 
considerations that the planning staff 
gave to the question of planning for 
industrial development ir. the Metro- 
politan Planning Area. 


At the outset, it will be noted that 
the simple principle of relating a 
quantity of industrial land to anti- 
cipated increases in employment is 
stated. This is in sharp contrast to 
the principles which haye been em- 
ployed by individual municipalities in 
the urban area. Because of the funda- 
mental problems of maintaining a 
suitable tax base, the prime considera- 
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tion has been the question of “bal- 
anced” assessment rather than at- 
tempting to balance quantities of 
living space with the labour force. 

Now it is perfectly true that with 
the degree of mobility possible in a 
metropolitan area there is no need to 
within any individual municipality. 
within any individual municapility. 
However, it does not take very much 
analysis to show that if the former 
“balance” is to be achieved in a 
number of municipalities, it is obvious 
that it cannot be achieved in others. 
Consequently, from the point of 
view of metropolitan planning it be- 
comes much more possible to be con- 
cerned with the rational deployment 
of industrial areas and residential 
areas without primary regard to the 
effect produced on the assessment 
balance; or to put it another way — 
from the standpoint of metropolitan 
planning, the issue is not one of 
planning for industry in a metropoli- 
tan area but rather — planning the 
area as a whole. 

Related issues of work area, living 
areas, transport systems, sanitation 
systems, cannot be determined indi- 
vidually but must be developed in a 
related way throughout the area. In 
determining the amount of residen- 
tial land we must provide for a great 
varicty of housing types — cither for 
sale or rent—in all parts of the 
metropolitan area. This is a basic 
consideration when examining the dis- 
tribution of work areas throughout 
our planning influence. 

In any rational, wide urban region 
plan, local policies which aim at the 
high industrial assessment and the 
inclusion of only the “best houses”, 
comes in direct conflict with the basic 
needs of the area as a whole. 

An event of more general considera- 
tion at the present time — one which 
will become more obvious as time 
goes on—is the growing disparity 
between growth of the economy as a 
whole and the growth of the labour 
force. This becomes an over-riding 
issue in metropolitan planning — not 
to mention its fundamental relation- 
ship to provincial and federal econ- 
omic policy. 

Probably one of the most pressing 
problems associated with dustrial 
development in the next few years 
will be the provision of jobs for an 
increasing number of young people. 
At the present time, the metropolitan 
area has a preponderance of young 
adults in the 25-45 age bracket; 
young children up to 15 years of age, 
and a relatively small number in the 
15-25 age group. Ten years from 
now there will be a large number of 
potential grandparents and of older 
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teen-agers and. young adults. If this 
substantial increase in young 
workers seeking their first job is to 
be provided for within the area then 
industrial planning must take account 
of this development. If jobs are not 
available then migration will have to 
take place or else a continuation of 
chronic unemployment becomes _in- 
evitable. 


* * * * 


Another of the many complexities 
associated with industrial pianning, 
from the point of view of the 
planning agency, has to do with the 
relationship between planning within 
a political boundary with little or no 
correlation between the plan and the 
trends and policies in efféct in ad- 
joining areas. This has been one of 
the most difficult aspects of producing 
the “Metropolitan Official Plan. While 
we have attempted to estimate the 
growth of the labour force as a 
whole and estimate its classification 
in the industrial and other categories 
— we have had to reach the most 
generalized conclusions as to the 
probably share of the total growth 
of the economy of the metropolitan 
planning area within its provincial, 
federal and _ indeed international 
setting. 

The logical conclusion to this prob- 
lem is extending the area for planning 
purposes from that of the metro- 
politan area to the urban region as a 
whole. It follows that the problems of 
sharing the tax base as mentioned 
earlier should logically be based on 
the urban region. If such a solution 
were ever feasible then land use 
planning could become a truly rational 
process and the intense competition 
which now exists could be largely 
elimirfated. 

I have not attempted to deal in 
this article with the more local prob- 
lems associated with industrial 
planning such as: the provision of 
service or serviceable land . . . the 
provision of various types of trans- 
portation related to types of industrial 
districts . . . the relationship to other 
facilities and services . . . the ques- 
tions of provision of services and 
financial responsibility between in- 
dustrial developer and the munici- 
pality . . . the question of planning 
for secondary or tertiary employment 
in suburban areas . . . the matter of 
standards and cost of industrial de- 
velopment based on increasing re- 
quirements for parking, landscaping, 
lighting, architectural control, low 
lot coverage, set-backs, etc. . . . the 
issue of industrial migration from 
the central city to the suburb... 
the need for “incubator” areas for 
young growing industries . . . the 





effect of zoning regulations on costs 
. . . the examination of the relation- 
ship of “service” industries for the 
population of Metropolitan Toronto 
as opposed to “export” industries and 
the rates of growth in both types... 
and a host of other considerations. 

Perhaps the most adequate sum- 
mary of the point of this article 
might be in the form of a cliche: that 
planning must be for the people and 
not for industries or even for muni- 
cipalities, and in this regard one con- 
sideration that does not concern us is 
planning for the ultimate in automa- 
tion — the peopleless society. 


B.C. CONVENTION 
TOPICS OUTLINED 


Market surveys, shopping centres 
and industrial development in B.C. 
will be among a dozen major topics 
to be dealt with at the Annual 
Convention of the B.C. Association of 
Real Estate Boards. 


More than 400 agents, salesmen 
and wives are expected to attend the 
two day session in Nanaimo, Friday 
and Saturday, May 5th and 6th. 

Other topics on the agenda include: 
“Today's Real Estate Advertising,” 
“Appraisals,” “How to keep Salesmen 
Selling,” “Public Relations in Real 
Estate,” “Professional Real Estate in 
Be” 


Among the speakers. at the Con- 
vention will be Herbert R. Fullerton 
of Vancouver, President of the 
Canadian Association of Real Estate 
Boards, who will speak on the latter 
topic, and Frank McBride, Jr. of 
Sacramento, past President of -the 
California Real Estate Association, 
who will deal with real estate adver- 
tising. Gordon Elliott of Regional 
Marketing Surveys Ltd., Vancouver, 
will speak on Market Research in 
real estate. 


Blane, Fullerton 
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Insurance Managers 
Business established 1926 
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The Problems and Requirements of a Broker Commissioned 


George Hurst is a: Director and Vice-President of A. E. LePage Limited and Manager of 
Industrial Development. Prior to joining the executive of A. E. LePage Limited, George 
served 412 years with the R.C.A.F. and, after discharge, carried on his own real estate 
business for nine years. 

He is a member of the Society of Industrial Realtors and a past Director of the 
Toronto Real Estate Board, besides being very active in many associations and clubs. 
Through extensive travel and a broad association with realtors in both Canada and the 


United States, he has acquired an insight into industrial location problems that is hard 
to match. 


to Locate a Site and Building for a new Industry 


When a broker finds himself in the 
position suggested by the title of this 
article, he can consider that the battle 
is partly won. The assumption, of 
course, is that the prospective indus- 
trialist has somehow familiarized him- 
self with your city or town and, sub- 
sequently, fell in love with it. Too 
often executives considering locations, 
are bombarded with literature extoll- 
ing the beauties of a community, its 
social and recreational life, its glori- 
ous traditions, etc., etc., to the point 
where the really basic information an 
industry should have is successfully 
obscured. 

The factors which influence the de- 
cision as to where any industry will lo- 
cate are well known among our S.LR.’s 
(Society of Industrial Realtors), how- 
ever, I feel that a short review will 
assist other brokers faced with the 
problem. These factors have been 
arranged in order of their importance 
based on the general requirements for 
most industries. 


Transportation and Distribution 

What transportation facilities are 
available including rail, water, high- 
way, airway and pipeline; depend- 
ability; seasonal fluctuation in avail- 
ability; quality of service; adequacy 
of warehousing and terminal facili- 
ties? What are the freight rates, 
switching rates, speed of movements; 
comparison with the nearest indus- 
trial area and major market centres? 


Tax Structure, Laws, 
Regulations and Community 
Attitude 

What are existing laws relating 
to workmen’s compensation; unem- 
ployment insurance, hospitalization, 
building codes, safety and insurance; 
property taxes, zoning, air or water 


is 
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polution; business tax, sales tax and 
how well are these administered? 

What is the community attitude to- 
wards industry as reflected by laws 
and restrictions. Is annexation a fac- 
tor to be considered and if so, what 
will be the effect? 


Site Availability 

How much land is available, room 

for expansion, services and utilities, 

waste disposal, topographic and 

drainage features, zoning.restrictions, 

allowable building size, cost and terms 
of purchase or lease? 


Utilities Service and 

Industrial Fuels 

Source, quantity and cost of water, 

chemical content or other characteris- 

tics; local cost of oil, gas and electri- 

city? What fire and police protection 
is available? 


Labour 

Quantity, quality, and character of 
labour force, union and non-union? 

Production Materials 

Quantity, quality and reliability of 

source of raw materials? Are prices 

competitive, and are there alternate 

sources? 


Marketing 

Cost of finished goods, time and dis- 

tance to market, quantity consumed. 

Can sales, promotion, advertising and 

distribution be effectively handled? — 
cost of servicing product. 


Financing Facilities 

Number and names of established 

banks in the area; availability of 

money; cost of money on short or long 
term loans and security required. 


Plant Construction 
Can the plant be built by a com- 
petent local industrial contractor and 


2 


will his price be competitive with that 
of national contractors? Also, the cost 
of building materials and maintenance 
in the area. 


Living Conditions and Climate 

What are the range and mean 
weather conditions, snowfall, rainfall, 
humidity and sunshine, storm and 
wind velocities? How do local weather 
conditions affect plant cost,- labour, 
production, transportation and living 
conditions? 


* * . 


The ten factors which have been 
briefly outlined are those which any 
industry will have considered.to a 
greater cr lesser degree, depending on 
their operation, before deciding on a 
new location. It is the ‘summation of 
these many factors —in the form of 
an efficient workable plant — that you 
are actually selling. 


The action to be taken in servicing 
an industrialist falls into three natu- 
ral phases. The first step which you 
will take is probably the most impor- 
tant, namely, finding out exactly what 
the industrialist requires for his in- 
tended operation. Time spent during 
this phase of your action is never lost 
and will save you much shoe leather, 
blood, sweat and tears. 


Keep in mind at all times the fac- 
tors previously discussed. 
. * +. 
There is no better starting point 
than to inspect your client’s old plant 
or that of the parent company — if 


the proposed new plant is a subsidiary 


or branch. 


If such does not exist or if the par- 
ent plant is too far away, you might 
have a fellow S.I.R. in that distant 
city carry out the inspection and send 
you a report. Failing these methods, 
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try and have the production manager 
sit in on discussions, as he can impart 
invaluable information as regards 
production lines, direction of flow, 
storage and shipping (the latter ob- 
viously determines the most suitable 
type of building). 

It is also necessary to discuss with 
the client their objectives both present 
and future in order that adequate pro- 
vision be made for normal expansion. 
You will never be able to help him 
solve his problems if you are un- 
familiar with the problem. Make 
legible notes, these are particularly 
helpful later on. 

When you have gleaned — not ‘suffi- 
cient’ information, but ‘all’ the infor- 
mation concerning the client’s require- 
ments — you may pass on to phase 
two. This is where you return to your 
office and start up the little motor 
located between your ears. Review 
your listings — my listings, your com- 
petitors’ listings—even properties 
that no one has even thought of list- 
ing before. Start with existing pro- 
perties which may be suitable as is; 
then try those which can be modified 
or enlarged to accommodate the pro- 
posed operation; then try available 
sites upon which a custom plant may 
be built. (The latter situation some- 
times involves provisions of tempo- 
rary accommodation during construc- 


tion.) 
. * * 


Your list of possibilities will all 
have to be checked out thoroughly not 
only to ascertain that the property is 
still available, but also on such points 
as transportation and distribution 
facilities, taxes and zoning, areas and 
character of site, utilities and service, 
labour and so forth in relation to your 
subject industry. This should sound 
pretty familiar by now, but don’t for- 
get your job is to relieve management 
of the burden of digging out all these 
details. You are the real estate expert 
— chances are the only recent experi- 
ence your client has had in real estate 


was that revolting day a short time ~ 


ago when he had to sell his home in a 
hurry because some one in head office 
decided to move him and the plant to 
@ new area. 

> * +. 


Now, we will assume that you were 
fortunate enough to secure one or two 
proposals that almost meet their anti- 
cipated needs. Remember, a large per- 
centage of industrial plants in Can- 
ada today are carrying on business 


from a location that ‘almost’ fits their. 


requirements. Very seldom are they 
able to acquire a permanent ideal site 
because of constantly changing 
markets. 
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Phase three:- There are several 
things to keep in mind in setting up 
your presentation: 

1. It is seldom, if ever, that the man 
you are dealing with will make a 
decision on the spot. He should not 
be expected to. Invariably, he will 
have to report back to a committee 
or a board of directors, or even if 
he is the president, he will want to 
discuss the facts with his executive. 
It is up to you to submit a complete 
and thorough report on all proper- 
ties or propositions in order that he 
may be in a position to give a de- 
tailed and satisfactory analysis. 
Should this man be embarrassed by 
not being able to answer simple 
questions such as shipping ‘facilities, 
areas or rentals, etc., then you have 
failed somewhere along the line. 

. It is imperative that you be in such 
a knowledgeable position that if re- 
quested, you could appear before a 
board of directors to explain such 
technical details on rail switching 
services, building costs, rental rates, 
etc. as may be required. 

3. The more complete your submission, 
the less chance there is of long 
delays caused by the inadvertant 
omission of some small item of in- 
formation. Always bear in mind 
that a competitor’s submission may 
also be on the agenda, and, un- 
known to you, time may be of the 

_ essence, 

4. The majority of real estate offices 
throughout Canada do not specialize 
to the extent of maintaining a fully 
organized Industrial Department. 
Should your problem appear insur- 
mountable, do not hesitate to enlist 
the help of a member of the Society 
of Industrial Realtors or other ex- 
perienced brokers in your area. This 
would avoid possible loss of confi- 
dence which might occur through 
mishandling of the situation. 

To sum up, I would point out that 
your business is to sell good plant 
locations. This is a marketable prod- 
uct because a good plant location is 
one of the sharpest tools management 
can employ to establish the lowest 
level of production cost. This, in turn, 
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improves the competitive position in 
the markets in which it participates, 
resulting in steady growth and in- 
creased profits. A properly developed 
and interpreted plant location study 
will ensure the selection of the best 


location. 
x € « *- 


Salary Scales 
for L-D Housing 


Federal Works Minister Walker 
issued the following maximum income 
scale allowed tenants for limited- 
dividend housing. Figures are based 
on yearly earnings which are at least 
10% below top level of the lower- 
third income group in the community. 


Entry Exit 
Vancouver 4,100 4,750 
Calgary 3,900 4,500 
Edmonton 3,900 4,500 
Saskatoon 3,550 4,150 
Regina 3,550 4,150 
Winnipeg 3,550 4,150 
RI oo ins ses, 3,900 4,550 
wemG 3.2.2.0: ie 4,150 4,850 
Montreal 8,750 4,400 
Quebec City . 3,350 3,900 
Halifax 3,450 4,000 
Saint John . 3,390 3,900 
St. John’s 3,350 3,900 

+ * * = 


Canadians 
work less 


Canadians work less hours annually 
than even their American counter- 
parts according to statistics issued by 
the International Labour Office. 

Here are figures which reveal the 
normal working hours per year for 
six industrial nations: 


Ge oo cn coh adede ie taeren eens 2,416 
West Germany ....0.....5.-.0000:2. 2,296 
INE 5c oe see 2,212 
United Kingdom ........ 2,192 
RUMI UI oo isies i dctgi os asss 1,984 
RRS hoa eek oe cdoeen 1,928 


@ Small worries are worst when,we are 
idle and often are dispersed by motion 
like @ flock of gnats. 





Industrial and Commercial 
Properties 
Financing available for 
Selected Enterprises 


W. Clarence Mahon Ltd., 
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(\Leaseback Financing is the Plus Factor 


Cs 


Municipalities across Canada com- 
pete aggressively for new industry — 
with many of them it is a highly 
developed business as they advertise 
their serviced land, labor pools, geo- 
graphic locations and proximity tc 


markets and other incentives. But for 
many industries, particularly the 
smaller and newer ones, the avail- 


ability of financing will close the deal. 

Despite their high hopes, many of 
eur smaller centers have great diffi- 
culty in persuading large concerns to 
locate new plants within their locality. 
In their eagerness for a big name, it is 
possible to lose sight of the advantages 
of creating a group of diversified 
small industries, not one of which 
would employ a very high percentage 
of the labor force. 

The logical source of planning and 
arranging leaseback funds is the local 
Realtor. His services in this vital area 
can be of great value not only to his 
community but also to himself and the 
people he employs. 

Most energetic brokers already have 
sources and contacts with the mort- 
gage lending institutions and with 
private lenders who are active in the 
larger metropolitan areas. Even if 
100 per cent financing is not available, 
a decision may be influenced by the 
offer of substantial first mortgage 
financing. 

Conventional leaseback funds are 
less affected by fluctuations in the 
nation’s money supply than perhaps 
any other segment of financing — and 
they are widely available for prime 
credits regardless of location. 

But a large proportion of industrial 
business in smaller cities and towns is 
developed around those companies 
which are being started — young firms 
which have most of their assets tied 


By Elliot N. Yarmon 
President, Tankoos Yarmon Ltd. 
Toronto 


Mr. Yarmon, 41, travels some 
200,000 miles yearly across Canada 
and the States, seeking transactions 
for long-term U.S. investment funds. 
A graduate lawyer and ex-New 
Yorker, he moved to Canada in 1952 
to set up the Canadian affiliate of 
Tankoos Ltd., New York. Operating 
on the sale and leaseback principle 
the firm has placed some $160 
millions in funds involving such firms 
as Standard Oil, Du Pont, Simpson- 
Sears, Frigidaire, Woolworths, Kaiser 
Roth and others. 

Mr. Yarmon is well-known to 
members of C.A.R.E.B., having ad- 
dressed several convention audiences 
besides sitting in on various symposia 
and panels. 


up in plant, equipment and inventory. 
Expansion or relocation often pose in- 
surmountable problems because addi- 
tional financing is not obtainable. 
Because of limited resources individual 
private investors may be unable to 
handle even a small lease or leaseback 
deal, or they are often unwilling to 
put all their investment resources into 
a single position. 

It should be stated that many 
Realtors successfully organize private 
capital resources among their clients 
for just such situations. These men 
perform a valuable service for their 
community and clients while doing it. 
However, circumstances can prevent 
large scale use of such facilities. 

Recently, several Ontario cities have 
been tackling, on a more ambitious 
scale the problems involved. Owen 


KITCHENER... 


The © ity where a day’s work is the measure of aman... 


For Cities Seeking New Industries 


Sound, a Western Ontario centre with 
a population of about 17,500 — under 
the leadership of the Chamber of 
Commerce and the industrial com- 
missioner — formed Owen Sound In- 
dustrial Developments Ltd. This is a 


public corporation which acquires 
land, arranges construction when 
necessary and, in effect, provides 


leaseback financing for small indus- 
tries wishing to locate in the city. 
According to the Financial Post, its 
shareholders include merchants, union 
members and retired persons. 

Obviously there are pitfalls to this 
civic participation, only some of which 
can be avoided. This type of enter- 
prise would seem to be one method of 
accommodating the junior credit risks 
but, considerable acumen will be re- 
quired to distinguish sound from un- 
sound new ventures. 

No satisfactory technique has yet 
been devised for large national lenders 
— both institutional and private — to 
participate in such financing. Owen 
Sound’s grass roots device effectively 
puts the stamp of organization on an 
activity which in most places is casual. 

The industrial commissioner, the 
Chamber of Commerce and _ local 
Realtors have a valuable tool for their 
promotion. It is apparent too that the 
Realtor has an important position at 
various stages of these efforts. If he 
is convinced that such a project is 
sound, there is no reason why he can- 
not initiate a similar effort in those 
cities without formal facilities for in- 
dustrial development. 

Sometimes new business does just 
walk in through the door — and it is 
much more likely to be created by 
municipalities — and Realtors — who 
actively seek it with all the resources 
at their command. 


Offers excellent sites in well planned, fully serviced industrial areas. All enquiries in 
strict confidence. 


Manager, Kitchener Chamber of Commerce 


251 King Street West, Kitchener, Ontario 
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EDITORIAL — 
Continued from page 3 

The Township of Burlington, like all other Ontario municipalities, 
has its affairs regulated by the provincial statutes. Actually, in. this 
case, there is nothing legislated which says an agent cannot enter into 
partnership with a township in the sale of publicly-owned lands. This 
absence of ruling is thus tantamount to blunt refusal, according to the 
Deputy Minister’s interpretation. 

What are the reasons for D.M.A.’s policy which restricts an agent 
from selling, on commission basis, public lands? We do not know. It 
may be designed to protect the modern public in some way, or again, 
it may be an antiquated and arbitrarily set policy, laid down years 
ago when many brokers were horse and buggy traders. 

During this day and age, the policy appears more as a deterrent 
than a safeguard. By refusing a municipality the right to engage an 
agent to sell publicly-owned properties, the local authorities are forced 
into the role of sales agents. As it is now, the treasurer, or in larger 
cities, the real estate department, must set up their own selling systems. 
This system isn’t the most efficient available. By using the bargaining 
instincts of the professional broker, plus his knowledge of market 
values, the township, in most cases would find more, not less money 
coming into the coffers from sale of lands. Another advantage the 
broker offers is the expediency in which the sale is started and finalized. 

.The present setup is frustrating at best. Here we have a condition 
where the town council must pass a by-law approving the offering 
of a block of land for an industrial park. We agree with this. We 
also agree with the further rule which makes it mandatory that such 
by-laws be submitted to the Department of Municipal Affairs. But, 
we are inclined to view with some suspicion what foiiows. 

To illustrate, town council at Rosy Corners has decided to create 
an industrial park of some 200 acres. The township will pre-service 
the area and divide into 100 lots of varying acreage. 

Here is where contention arises. Each offer to purchase made by 
a private principal must be submitted to D.M.A. for approval. Due to 
this ruling, a principal may sometimes wait six to eight weeks before 
he knows whether his deal with the township is confirmed or rejected. 

Some buyers, with time aplenty may accept the status quo. By 
the same token there are many who cannot afford to wait. The 
community who has used hard to get dollars to pre-service the industrial 
park may find this Principal-to-Township-to-D.M.A .-to-Township-to- 
Principal time lag sufficiently detrimental to discourage buyers. 

Rather than offer a negative critique, we might advance three 
possible solutions: 


1. Streamline D.M.A. documentation to expedite clearance within 
hours or days. 


2. Set up a D.M.A. system which gives en bloc approval of the in- 
dustrial park. Once permission has been given the township to 
create, service and sub-divide the area, local authorities should be 
given right to process their own offers to purchase, with D.M.A. 
assuming the role of benign watchdog only. 


3. Arrange a symposium, with D.M.A. officials and all municipal 
treasurers, real estate employees and other allied personnel, who 
will meet to discuss matters relative to this problem. At present it 
would appear that D.M.A. calls the shot with the township having 
only a passive stewardship. 


Continued on page 19 —- — SEE EDITORIAL 
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ALBERTA 


CANADA 


@ Lowest cost natural gas in Canada 
@ Oil production and refineries 

@ Abundant water supply 

@ Two airports, om within the city 
@ Three railroads and fine highways 
@ A large and growing local market 
@ A skilled and stable labor force 


Write for complete details in the free booklet 
“Markets and Statistics.” 

JOHN R. MUNRO 

City of Edmonton Industrial Director 

City Hall 
EDMONTON, 
Alberta, Canada. 


U.S.A. 

1304 Canada House 
680 5 Avenue 

NEW YORK 19, N.Y. 








, NOVA SCOTIA IS TAKING - 


GIANT STEPS 


In recent years, industrial Nova 
Scotia has made rapid strides for- 
ward. Tangible evidence of this is 
that the gross value of manufac- 
turing production is nearly $500,- 
000,000, twice as much as it was a 
decade ago. New industries have 
found such attractions as a skilled 
and adaptable labor force and that 
labor-management relations are gen- 
erally good; that the province offers 
ample supplies of low-cost power, 
fine transportation facilities, a won- 
derful climate and excellent educa- 
tional facilities. 

One of the major inducements to 
new and expanding industries is that 
offered by Industrial Estates Limited, 
a Crown Company of the Province of 
Nova Scotia that has been functioning 
less than three years. 

The inducement is an _ industrial 
plant completely financed and built by 
a non-profit organization that has as 
its only goal the development of in- 
dustry in Nova Scotia. The fact that 
Industrial Estates Limited will design 
a plant to the specifications of the in- 
dustry and finance its construction 
anywhere in the province, has been a 
key factor in industrial growth. 

Specific advantages offered by In- 
dustrial Estates Limited are long term 
leasing arrangements on a non-profit 
basis, options to purchase at a later 
date at book cost, prevision of future 
expansion facilities, assistance in 
market surveys and other phases of 
development. 

The origin of the plants that have 
been established through the co- 
operation of IEL indicate that Nova 
Scotia is becoming more cosmopolitan 
industrially. For instance, plants have 
been built for United States, United 
Kingdom, Italian, Dutch and, of 
course, Canadian interests. At the 


by F. L. BLAIR 
Genera) Manager 


INDUSTRIAL ESTATES LIMITED 


close of the year 1959 six plants had 
been completed and were in opera- 
tion; three were under construction. 
During 190 eight more were com- 
pleted and in partial production. 
Plants are located throughout the 
Province. The Woodside Industrial 
Park, across the harbor from Halifax, 
has three industries: 


— Phillips Electrical Company 
Limited, manufacturers of cables for 
power and telephone, associated with 
one of the largest cable companies in 
Europe, British Insulated Callender 
Cable Company. 


— E.M.I. Cossor Electronics (Can- 
ada) Ltd. where production is 
already taxing their facilities; and 
assisting other Nova Scotia industries 
with sub-contracts. 


— Phillips Metal Products Limited, 
manufacturers of aluminum doors, 
windows and screens, with plans for 


— Donato Faini and Figli (Ca- 
nada Limited, located on the Pictou 
Estate at Stellarton, is an associate of 
the well-known Italian firm of the 
same name, designers and fabricators 
of high-class woollen goods for inter- 
national markets. This firm has plans 
to expand and diversify operations 
this year. 


— Surrette Battery Company at 
Springhill is now ironing out produc- 
tion problems attending a new in- 
dustry and will be well under way 
before spring. At present they are 
making battery parts for their sub- 
sidiary company in the United States. 
New equipment will be added this 
year, making it the most complete 
battery plant in Canada. The new 
company of Springhill Homes and 
Supplies Limited is manufacturing 
pre-cut housing components, low-cost 


house packages, camping trailers and 
other wood products. 

— The new factory for Oxford 
Desk Company enabled the firm to 
double production last summer and 
fall. It produces modern, functional 
furniture for educational institutions. 
Laboratory tables in the new $3,000,- 
000 Sir James Dunn Science Building 
at Dalhousie University were made 
by the firm. 


— Federal Products Limited has 
two plants in operation. The head 
office and main plant is located at 
Truro while another phase of the 
firm’s operation is carried on at 
Stewiacke. Business has increased 
substantially and plans are to enter 
the export market. 


— Angel Manufacturing Company 
Limited, specializing in foundry pro- 
ducts, is in operation in a handsome 
new plant in North Sydney; and the 
Fairey Aviation Company of Canada 
Limited has already outgrown the 
large repair hangar at the new $18,- 
000,000 Halifax International Airport 
and another hangar is under con- 
struction there. The additional 
facilities are enabling them to take 
on work that would otherwise have 
been done outside the province. 


— Weymouth Industries Limited, 
manufacturers of boats and furni- 
ture, felt the business slowdown in 
1960 but orders now being booked 
have given them a feeling of optimism 
for the current year. At Lunenburg, 
Atlantic Bridge Company Limited 
produces fabricated metal products, 
fibreglass boats, conveyers, belts and 
scrapers, providing the firm with a 
diversification of products. 


= * * . 


The principals of the Bonda in- 
terests from Holland visited their 
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plants in Yarmouth and vicinity last 
fall and plans have been completed 
to increase production in all plants 
this year. Operations include produc- 
tion of textiles, fish meal and oils. 

— A new plant is under construc- 
tion for the Formex Company of 
Canada, manufacturer of an entirely 
new product, Formex Forming 
Fabric, an endless synthetic screening 
belt, for use on pulp and paper 
machines. It resulted from a $4,500,- 
000 research and development project. 
The 100,000-square foot plant, situ- 
ated on a 200-acre tract within the 
town boundaries of Kentville, is 
scheduled for completion by Septem- 
ber, 1961. 


— Another new factory is being 
built for the Swift Canadian Com- 
pany Limited, Adhesive Products 
Division, at Halifax. It will manu- 
facture a wide range of products in- 
cluding formulated adhesives, resins, 
rubbers and dextrins in solution, solid, 
solvent or emulsion. The American 
Boat Building Corporation has pur- 
chased the firm of Industrial Shipping 
Company Limited of Mahone Bay and 
will carry on the manufacture of 
molded plywod hulls as well as pro- 
duce a new line of fibre-glass boats. 
One of America’s products is_ the 
“Block Island 40” which placed six 
winners in the top 10 of the Bermuda 
Classic last year. 

Three plants, with a combined con- 
struction value of close to $4,000,000 
are under negotiation with Industrial 
Estates Limited. Enquiries from 
Europe indicate favorable interest 
from six companies. 

The early years of IEL will con- 
tinue to be the most difficult in that 
the company is new and its services 
are not too well known. Our most pro- 
ductive promotion will come from the 
industries that have been and are 
being established. Their satisfaction 
with Nova Scotia will be an induce- 
ment to neighboring industries from 
their areas and, of major importance, 
to further expansion of their own 
facilities. 


INVESTMENT 
COMMERCIAL 
INDUSTRIAL 


REAL ESTATE 
MAGNUS T. PAULSON 


REALTY LIMITED 


Suite 205 Dominion Bank Bidg. 
Toronto 
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E.M.I. — COSSOR ELECTRONICS LTD. — one of several 
new factories established in Nova Scotia 


LOOK AT THESE ADVANTAGES: ‘Low cost fully 
serviced plant sites. Low production costs for 
Canadian, American and Overseas markets. Year- 
round’ open ocean ports. Excellent rail, sea, air 
and highway transport. Ample electrical power at 
reasonable rates. Wide variety of raw materials 
at low cost. Abundant, stable labour force. Ex- 
cellent educational and recreational facilities. A 
wonderful climate. 





NDUSTRIAL ESTATES LIMITED is a 


| 





formed by the Government of Nova Scotia to assist 
new industry to locate here. The company will build 
a modern factory to your specifications, at low 


and guarantee expansion facilities. 


For further information write: 


HALIFAX — NOVA SCOTIA 


HON. E. A. MANSON Vv. M. KNIGHT 
Minister Deputy Minister 





SCOTIA HAS MORE TO 


Crown Company 


rental with option to purchase at a future date- | 
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DEPARTIIENT OF TRADE and INDUSTRY 
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Born in Toronto, “Jarv’’ received his education at the University of Toronto Schools and 
the University of Toronto before serving in the Royal Canadian Navy as Torpedo Officer aboard 


Q minesweeper On convoy escort duty. 


Leaving the Navy in 1946 with the rank of Lieutenant, he joined his father’s industrial 
real estate firm, working subsequently in the sales, management and appraisal departments. 
Two years ago he became President of S. E. Lyons and Son Limited which has since been 


expanded to include investment and counselling divisions. 





Jarv is a past director of the Toronto Real Estate Board and a former member of CAREB’s 


publicity committee. 
Realtors, a NAREB offiliate. 


in 1959 he was accepted into membership of the Society of Industrial 


WHY INDUSTRY FAVORS CERTAIN 
AREAS 


by 


G. JARVIS LYONS, S.LR. 


Probably no period in history can claim such unprece- 
dented industrial growth as we have witnessed in North 
America during the past two decades. This has necessi- 
tated plant expansion on a scale previously undreamed of 
and—the locating and erection of industrial facilities have 
in themselves become big business. Because substantial 
capital investment is involved, users of such facilities 
invariably make comprehensive studies of several areas to 
determine at which location they are most likely to pros- 
per. 

Why does industry favor certain areas? Usually be- 
cause these areas appear to offer more of the essential 
advantages than do other sections of the country. 

In practice, the majority of companies seeking new 
locations compile a detailed list of their specific needs 
then methodically amass information for comparison and 
evaluation. While the relative importance of the follow- 
ing factors will obviously vary from industry to industry 
and from company to company, they must all be intelli- 
gently assessed if the most economical and efficient facility 
is to be created. 

Space does not permit elaboration of the considerations 
touched upon below, but the scope may serve to illustrate 
the challenge industries face. 


PROXIMITY OF MAJOR MARKETS 

Since sales are the life blood of any business, it is gen- 
erally conceded that subject to unique requirements in- 
herent in the industry (necessity to process raw materials 


at the source, for example)—the closer the plant is to 
its most dependable markets, the more competitive the 
price at which the product can be placed at the door of 
the consumer or distributor. The possible’ moving and 
shifting of these markets however, cannot be overlooked 
by farsighted management in these days of population 
mobility. , 


TRANSPORTATION 


Because of the cost of delivering the finished product 
to the consumer or distributor (apart from commuting 
costs to personnel), highway patterns (free and toll), 
rail and port facilities, air passenger and cargo schedules 
(especially important to pharmaceutical houses for ex- 
ample) require detailed investigation. Long distance 
hauling, extra handling and trans-shipping all add to the 
cost. Convenient public transportation still concerns many 
despite the development of car pools. Area services such 
as port, public warehousing, cold storage and bonding 
facilities, freight forwarders etc. — all must be examined 
where pertinent. 


MATERIALS 


Again, our competitive market necessitates the prompt 
and unrestricted acquisition of quality—realistically- 
priced raw materials and parts (both for production and 
equipment maintenance) — as more manufacturers diver- 
sify and encroach on competitors’ territory. 
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LABOR 


The nature, stability, quality and cost of labor become 
increasingly important considerations as wages continue 
their upward spiral. Wages constitute a substantial part 
of the cost of production and the rates in effect in a com- 
munity seldom decline in normal times. Also, it is unreal- 
istic to expect to attract a significantly different type of 
labor from that which traditionally exists in an area. 
Hence the close scrutiny and comparison of rates, the 
relative supply and demand of required categories (male 
or female, skilled or semi-skilled), their vocational history 
and attitudes, the state of union relations ete. 

Larger centres with many relatively small manufac- 
turers who produce a wide range of goods, tend to attract 
more industry because diversity seems to create stability. 
Also a widely experienced labor pool skilled in maintain- 
ing plant and equipment at peak operating efficiency is 
most desirable. 


COMMUNITY AND NEIGHBORHOOD 
ANALYSIS 


Here are a few of the questions requiring satisfactory 
answers: Is the community growing — and at what rela- 
tive rate? Does it aggressively seek and co-operate with 
industry? What types of industry are favored? Do estab- 
lished businesses remain and expand or do they move 
away? Are there similar or allied industries established 
and how are they faring? How about nearby suppliers 
and distributors? Is the municipal government stable, co- 
operative, progressive and reasonably efficient? How about 
the residential districts? How about medical and health 
services, the educational system and scope, the commer- 
cial, recreational and entertainment facilities? Is the cli- 
mate invigorating or enervating, and is the district free 
from a high incidence of disruptive storms, -floods, and 
hurricanes? Does the community possess a Master De- 
velopment Plan, detailed protective and farsighted zoning, 
and realistic but rigidly enforced building codes and regu- 
lations? Do all buildings have room for expansion without 
encroachment or overcrowding? Are internal patterns 
within the industrial area laid out to facilitate traffic 


_ flow and do the roads and railway lines parallel each 


other at a sensible distance? Is area free from undesirable 
features such as obnoxious odours and gases, vibration, 
fire and explosive hazards, unsightly or unsanitary in- 
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quotations. 


can be inspected. 


INDUSTRIAL 
FROPERTY 
SPECIALIST 
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IT PAYS TO CONSULT EXPERTS: 

Whether you're buying, selling or renting, it pays you to take advantage of experienced counsel. Constant daily 
. contact with industrial property since 1926 enables S. E. Lyons and Son Limited to provide this complete service. 
NEW FACTORY-WAREHOUSE BUILDINGS: 


Specialization assures you of prompt service in: locating the best site; in determining the most efficient and 
economical plant design anc in determining the most efficient and economical pliant design and construction (in 
association with leading architects and contractors); in obtaining the most advantageous rental or purchase 


EXISTING INDUSTRIAL SPACE AND PLANT SITES: 
AN A wide variety of properties for sale or lease in all sections of Metropolitan Toronto and surrounding Municipalities 


MANAGEMENT SERVICE: 


Expert management is the key to investment profits. Besides assuring maximum net income it relieves an owner of 
all work and worry. The nominal charge is a tax-¢-uctable expense. Call or write without obligation for full 
particulars. ‘‘The advice of experts is less costly than we mistakes of amateurs.”’ 


AN INTERNATIONAL SERVICE: 


The widespead membership of the Society of Industrial Realtors provides immediate and dependable service in 
locating the plant site tailored to your exact requirements. As members of S.1.R., we can call upon this far-flung 
network of Industrial Reaitors for prompt assistance in any part of the U.S., Canada, Puerto Rico, Hawaii and the 
Philippines. Information concerning markets, labor, transportation etc. 

quickly — at no obligation of course. 





dustrial waste and outside storage, radioactive emissions, 
electro-magnetic interference etc.? 


UTILITIES 


Few industries can operate today without a complex 
of services: storm and sanitary sewers, water (both qual- 
ity and quantity can be important), hydro-electric power, 
fuel, gas, telephone, insurance rates, fire and police pro- 
tection, garbage and waste collection, burglar alarm in- 
stallation ete. Again, cost, availability and co-operation 
of the utilities are yardsticks of comparison. 


TAX STRUCTURE 


Apart from Federal and Provincial taxes there are 
local business and area improvement taxes to be com- 
pared. The degree of increase over the past decade, the 
cost of proposed or required public improvements — 
astute management must be aware of these additional 
charges. 


INTEREST OF CAPITAL IN 
THE COMMUNITY 


Boards of Directors show great interest in such facts: 
Is private and public capital — local, national and inter- 
national — attracted in volume to the industrial growth 
of the community under consideration? Is there an active 
investors’ market for industrial buildings — a guide to 
capital’s faith in the future of the community apart from 
satisfaction with the individual corporation’s covenant? 


SITE AND BUILDING CONSIDERATIONS 


Among many factors considered are: The cost, value 
and desirability to the occupant of availablé buildings — 
plus charges for conversion, modernization and mainte- 
nance; the cost, size-shape, soil conditions and topography 
of specific sites and the services and utilities available 
thereto; size and characteristics of immediate neighbors 
and the quality of their structures; the cost of new con- 
struction and probable maintenance charges. 


A typical report to management can easily run into 
fifty-odd pages where a major plant development is con- 
templated. It can be readily appreciated, therefore, that 
our profession provides a real challenge to the Industrial 
Realtor who accepts the responsibility of guiding industry 
in such important acquisitions. 


and concrete proposals can be furnished 


INDUSTRIAL REALTORS SINCE 1926 
347 BAY STREET, TORONTO, CANADA 
Telephone: EMpire 3-6191 
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THE SMALLEST HOUSE IN CANADA is in Toronto at 128 

Day Ave. It is self-contained with four rooms, has 7 ft. 3 in. 

frontage and is 78 years old. 
— Photo by Bob Ellis, Royal Studio, Toronto 


LISTING PROMOTION TIPS 


In “Idea Corner”, of N.A.R.E.B.’s publication “Realtor’s 
Headlines” an article commences this way: “Wouldn’t you 
be surprised to receive in your morning mail, a colour 
photograph of your home staring out at you from the 
window of an envelope? 

“Who in the world took this picture, you’d ask yourself 
as you tear open the envelope to read the enclosed letter.” 

The article continues by explaining that Bond Realty 
Company Inc., has enclosed a two-colour letterhead with 
message inviting the vendor to list with Bonds if he has 
been thinking of selling. 

In any case the letter continues, the photo is free and 
if the vendor contacts the firm, the negative may be 


CONFUCIUS SAYS 
“Every man has two ends, one on 
which he sits, the other on which to 
think. Our success depends on the end 
we use most.” It appears to be a matter 
of: Heads we win — tails we lose! 
—Melton News Letter 
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50th ANNIVERSARY 





“Edmonton's House of Service for 50 years” 


WRITE, WIRE OR PHONE: 
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THE SMALLEST HOUSE IN BRITAIN (and reputed to be the 
smallest house in the world) is a quaint little nineteenth 
century fisherman’s cottage on Conway Quay, North Wales. 
it has a 72 inch frontage, is 122 inches high and has two 
tiny rooms and «a staircase. — Guinness Book of Records 


secured, gratis, in the event that the vendor wishes to 
make an enlargement. 

Mr. Toppi feels that this method of solicitation is in- 
expensive. Cost of the colour photos averages 38c each, 
window envelopes approx. 3c each in 5M lots and of 
course the letterhead and mailing is additional. 


The Bond Company tried a market test by taking 100 
different photos. They obtained from these, five new list- 
ings of which two sold immediately — with two other 
homes in process of being sold. 

“We had seventeen calls requesting the negative” Mr. 
Toppi recalls, “and several other calls thanking us for the 


photo and promising to give us the listing if the vendor 
ever thought of selling.” 






















REALTORS 





OUR COMPLETE SPECIALIZED SERVICE IS AT YOUR DISPOSAL... 


© Commercial & Industrial 
@ Expert Appraisals 


@ Business Opportunities 


@ Residential 
@ Property Management 


@ Apartment Blocks 





WEBER BROS. AGENCIES LTD. 
10013 - 101A Avenue 


(Phone GArden 4-7341) ALBERTA 
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LEFT ABOVE: Industrial Commissioner E. D. May, standing before aerial map of Cornwall, Ontario, on which location 
of the Cornwall Industrial Development Ltd. industrial sites are outlined. The C.1.D.L. is a community-financed com- 


pany, which provides premises and arranges deals for prospective industrial tenants. 


RIGHT ABOVE: The 650- 


acre Lake City Industrial Development of Webb & Knapp (Canada) Ltd. near Burnaby B.C. Raw land development 
costs run to approx. $1.5 millions including $500,000 railway service. Total cost of project unavailable at press time. 





UPPER LEFT: A view of Toronto Harbour, now one of the world’s 
busiest ocean ports. Total ships arriving in 1960 were 2,261 of 
which 854 were of foreign registry. Metropolitan Toronto’s total 
acreage is 154,212 acres (241 sq. miles) of which 9,030 acres 
(net) are industrial warehousing (1958 figures). Figure (1) down- 
town area; figure (2) Toronto Island Airport; figure (3) Maple 
Leaf Stadiym; figure (4) bird’s eye view of illustration on page 
four of this issue. 
dustrial Estate of Grosvenor-Laing (B.C.) Ltd. near Vancouver. 
250 acres have been developed at approx. $20 millions with a 
final potential of $100 milions. There are now 41 industries 
located since 1955 start. RIGHT: Arrow points to a new com- 
munity-owned industrial development on the north side of Owen 
Sound, one of Canada’s most progressive towns. Being a seaport, 
the town expects to cash in on major industry. Has in fact, for 
in two years (from 1957 to 1959) building permits jumped $1.2 
millions. Tax levy is only 75.11 per capita. 
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RIGHT ABOVE: 1,200-acre Annacis In-. 
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Industrial Commission - Broker Liaison 


benefits both Principals 


by W. A. Willson 


General Manager Metropolitan Industrial Commission 


An industrial commission requires 
the assistance of many local organiza- 
tions. Long before industrial areas 
can be developed it is necessary that 
the different departments of the muni- 
cipality complete the proper planning, 
zoning, building by-laws and arrange- 
ments for the installation of roads and 
services. All of this leads up to the 
next step, of placing the land on the 
market. The obvious specialist to deal 
with the owner of the property, advise 
on prices and sub-dividing, and to 
obtain the necessary plans is the in- 
dustrial broker. 


It is the duty of the industrial com- 
missioner to convince 2 prospective 
new manufacturer that his particular 
community is the most economical lo- 
cation for the proposed plant both for 
immediate operations and future 
potential. To this end he compiles a 
wealth of information, and should be 
prepared to make special studies for 
specific cases, covering such matters as 
markets, labour, transportation, parts 
and materials, service, etc. 


All of this effort may be wasted 
however, unless suitable properties are 
readily available. Here time is often 
of essence. The executives of the in- 
vestigating company may be unwilling 
to spend more than part of a day to 
inspect and obtain all pertinent details 
of suitable properties on the spot. It 
is too late then to promise to investi- 
gate such matters as price, time of 
possession, services, etc., because in 
the meantime the company may decide 
on property in another community. 


Several years ago, to prevent such 
situations arising, the Metropolitan 
Toronto Industrial Commission made 
an arrangement whereby the brokers 
submit listings including all pertinent 
details on available industrial build- 
ings and sites for sale or rent within 
a radius of approximately twenty-five 
miles. The first listing to be received 
for a particular property is the one 
recognized. Any submissions by other 
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brokers on the same property are re- 
turned, unless there has been a change 
in ownership; the newer listing is an 
exclusive one or is accompanied by a 
jetter from the owner requesting its 
recognition. No listings are accepted 
directly from owners of private prop- 
erty, but must be placed through a 
registered broker. 


A record is kept of available build- 
ings in order of size and classified as 
to whether for rent or sale and 
whether or not provided with railway 
siding. The sites are outlined on 
special maps, and plot plans and other 
details of each are kept on file. Be- 
fore submitting a property to a pros- 
pective client, he must first agree to 
deal through the agent who has listed 
it with us, unless, of course, it has 
already been brought to his attention 
by someone else. In other words, the 
commission acts on behalf of the list- 
ing broker in a way that protects his 
interests. 


A representative of the commission 
takes the client on a tour to inspect all 


properties which fulfill his specifica- 
tions, and later confirms in writing the 
details, stating the name and address 
of the broker in each case. 


The system has been most success- 
ful. The prospective industry benefits 
because of assurance in seeing every- 
thing of possible interest in the mini- 
mum time, and with the least duplica- 
tion of effort. 


The commission benefits because it 
has scores of brokers continually pro- 
viding details on new _ properties, 
thereby facilitating its promotion of 
industrial expansion. 


The broker benefits because not only 
does he receive full commission on the 
transaction, but as well he has avail- 
able to him the full use of the facili- 
ties of the industrial commission in 
convincing his client as to the advan- 
tages of locating in the area. Ojiten 
the broker may not realize that his 
client is considering the alternative of 
locating in another community. More 
brokers could retain the interest of 
their clients by using this service. 





BRAMPTON 


INDUSTRIAL 
PARK 


IN THE HUB OF CANADA'S 
BOOMING INDUSTRIAL BELT! 





LEASE 

LEASE PURCHASE 
LEASE BACK 
OUTRIGHT PURCHASE 


CONSTRUCTION & 
FINANCING 


E. A. MITCHELL, F.R.L., 


113 Queen St. East, Brampton, Ont. 





FOR SALS 


Serviced Industrial Sites 
From '/> to 100 Acres 


(will co-operate with brokers) 
* . . * 


NEARBY INDUSTRY INCLUDES: 


Benson & Hedges, Northern Electric, American 
Motors, Mastex, Lipton Tea, Monorail, Strippit Tool 
and many others now negotiating. 


= Transportation, labour pool, market 


proximity all enhance Brampton’s indus- 
trial climate. 


REALTOR 


AT. 9-3721 
GL. 1-6232 
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COAST-TO-COAST ELECTIONS 


EDMONTON 

Edmonton has elected its 1961 slate 
of officers, who are as follows: 

For president: G. A. Stott; vice- 
president: J. N. Winterburn, F.R.I. 
and Past-President D. R. Stewart. 

Directors are: S. M. Beckhuson, R. 
H. Buxton, Mark Cummings, R. W. 
Grierson, F.R.I.; H. R. Kellough, Don 
Reid, T. W. Romank, Nick Runka and 
Joe Lucas. The latter two being Sales- 
men Directors. 

PORT ARTHUR 

J. D. Killer will head the Port 
Arthur Real Estate Board for 1961. 
He succeeds himself, having been re- 
elected to the post. Other senior 
Officers are: R. W. Hubie, vice- 
president and Directors, E. Zegil, U. 
Viegandt, Wilf Lingman and A. J. 
Hacquoil. Les Doggett is secretary- 
treasurer and Les Dack, managing- 
secretary. 

WINNIPEG 

The Winnipeg Board has selected its 
1960 president. J. M. Barber was re- 
elected as president at the Board’s 
recent annual meeting. 

Other officers-elect are: Bruce H. 
Roberts, vice-president, and S. H. 
Muton, honorary secretary-treasurer. 
Board directors will be: For two 
years —S. W. Bonk, W. J. Borody, 
H. Dueck, J. Elders, W. B. Morden 
and J. Velpel. 

Continuing as Directors are: E. J. 
Arnovitch, E. Buhr, E. Oades, H. 
Taylor, H. F. Thomas and L. A. 
Willson. Harry Budgell is executive- 
secretary. 

ORANGEVILLE 

The Orangeville Real Estate Board 
has installed its 1961 slate of officers. 
Cecil Chambers, president, takes over 
from Jack Hutchinson. Douglas 
Stoddart becomes vice-president and 
Jack Till, secretary-treasurer. 

Directors will be, Grant Gross- 
kurth, Bill Ferguson, Elmer Murray 
and Wes Laverty. O.A.R.E.B. Re- 
gional Vice-President Harold S. Hare 
of Brampton was installation officer. 


SOUTH PEEL 

At the annual meeting of the South 
Peel Real Estate Board, Sheff 
Cassan, past-president of the board 
turned over the gavel to Jack Plaus, 
with Ted Thompson becoming the 
first vice-president. Frank Leavers is 
second vice-president and Fred Price 
secretary-treasurer. William Bray- 
man, Alfred Spriggs, Edward Patey 
and Glen Grice are directors-elect. 
Ronald Sanderson, O.A.R.E.B.  re- 
gional director for the area was in- 
stallation officer. 
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GREATER NIAGARA 

Pat Harvey, Regional  Vice- 
President of C.A.R.E.B. was- in- 
stallation Officer at post-election 
ceremonies staged at the annual 
dinner meeting of the Greater 
Niagara. Real Estate Board. Officers- 
elect are: For president, David H. 
Crowe; Vice-President, Ed Holt; 
James’ Barr, Past-President and 
Directors: George Simpson, J. D. H. 
MacKenzie, A. A. Fraser and Hugh 
Hart. Jerry Kramer is executive- 
secretary. 


OSHAWA & DISTRICT 


The 1961 slate of officers for the 
Oshawa & District Real Estate Board 
has been announcel.” For president, 
Lloyd Metcalf who takes over from 
Wm. McFeeters. Donald McQuay is 
[st vice-president and John DeWith, 
2nd vice-president. For treasurer, 
Paul Ristow and secretary, S. D. 
Hyman. 

Directors are: Lucas Peacock and 
Jack Sheriff. John Bowes, regional 
director for O.A.R.E.B. officiated at 
the Installation. 


OTTAWA 


At the annual meeting of the 
Ottawa Real Estate Board, Eugene 
Lavoie was re-elected to a second 
term as president. Bernard Karp was 
elected vice-president and the follow- 
ing as directors: John Fraser, John 
D. Fripp, Percy Kerwin, Neil Lewer, 
Tom Reddick, George Thomas and 
Leslie Wong. 


I-C-] Programme 
being studied 


Under the helm of Chairman Peter 


Langer, S.1.R., Toronto, an active com- 
mittee to handle industrial, Commer- 
cial Investment problems and educa- 
tion will be formed. Realizing the 
need for such information, the I.C.I. 
committee was tentatively launched 
in 1959 and set up in 1960. Since that 
time much progress has been made 
under direction of past-chairman Len 
Mason of Toronto. 

Concurring with Mr. Mason’s 
opinion that more promotion should 
be given this arrangement, Mr. 
Langer hopes, by using the following 
method, to encourage a greater cross- 
representation of brokers and sales- 
men specializing in these three seg- 
ments of our business. 

Mr. Langer’s immediate aims are 
three-fold: He would like to select a 
committee member from each of the 
provinces and with these men — and 
anyone else who fills in the below 
coupon —to create a programme to 
be utilized. at the Banff convention 
this fall. 


The Chairman aso wishes to set up 
an information- problem exchange, 
working out of C.A.R.E.B. head- 
quarters: in Toronto, where every 
1.C.I. member can forward problems 
which will be anayzed and/or re- 
directed to a specialized expert in that 
subject. 


“This exchange post will be of 
prime benefit to anyone joining the 
committee,” Mr. Langer said. ‘If a 
broker or salesman-member has a 
problem relevant to this segment of 
our profession, he need only send it 
in to get expert opinions — regardless 
where he (the broker) lives.” 

Those brokers and salesmen who 
are interested in joining the I.C.I. 
committee are invited to fill in and 
mail the coupon below. There is ab- 
solutely no charge for this member- 
ship, as a fee is not contemplated 
until the formation is definitely 
organized. 


THE CANADIAN ASSOCIATION OF REAL ESTATE BOARDS 


active committee of C.A.R.E.B. and hereby tender my name: 
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| am interested in forming an Industrial-Commercial-Investment group as an | 
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MAIL TO: H. W. FOLLOWS, C.A.R.E.B., | 
109 Merton Street, Toronto 7, Ont. 
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Proper 
Zoning 
A 

Must 


by J. |. Stewart, M.A., M. Comm., A.1.C., 
A.I.R.E.A., Barrister-at-Law 


This issue contains a number of articles relating to 
industrial real estate. This particular paper takes the 
* approach of assuming that a new or existing industry 
wishes to locate or re-locate its plant. The firm would 
probably set up a committee of executives to study the 
problem. It is hoped that prudence would dictate the 
retention of some outside specialists including a real estate 
consultant, appraiser or well-informed realtor. The com- 
mittee would consider the major orienting factor of loca- 
tion and, depending upon whether it was the labour 
required, the material required, or the market served — 
would pin down the optimum location within a fairly 
restricted area or series of areas. Along with this pre- 
liminary decision would come an analysis of the trans- 
portation facilities. Transportation acts as a catalyst 
through which labour, capital, men and materials combine 
their activities in any given location and still manage to 
serve other locations in an economic sense. 


* * * 


Let us assume then that all the above has been done and, 
that the decision has been boiled down to two alternative 
locations — either of which appears adequate from a 
technological, financial, labour, material and marketing 
viewpoint. What other factor must the industry consider? 
This is where the real estate specialist enters the picture! 
He should be able to inform the industry on such matters 
as land value, building costs (in a general way) and also, 





Mr. (Hud.) Stewart is a graduate of the University of Toronto 
and Osgoode Hall with degrees of Master of Arts, Master of 
Commerce and Barrister-at-Law; also completed the basic 
graduate course in Town Planning at the University of Toronto 
and is working on a Ph.D. in Economics. He has spent 25 
years in fields allied to the real estate vocation including 
sales, building, law, consulting and appraisal. He is a lecturer 
in Land Economics at the U of T, and has conducted courses 
on Real Estate Practice in all the major cities in Canada (over 
2500 individual lectures). This was the beginning of the C.I.R. 
Educational programme. 


Mr. Stewart has also, for several years, lectured in Appraisal 
! and Il at the University of Toronto and has authored many 
papers and booklets including the Brokerage and Town 
Planning papers for the C.I.R. course. He is an accredited 
A.1.C. and A.I.R.E.A. and consultant and Chief Appraisar for 
the Toronto firm of Shortill & Hodgkins Ltd. 
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in a general way — on some quasi-legal aspects of indus- 
trial location and in particular — zoning. 
* * * 

This paper is going to concern itself with an important 
problem which faces our communities and industries 
in as far as the relationship between zoning and municipal 
financing is concerned. The reader may not be aware that 


.-there is a relationship, but a moment’s consideration will 


indicate that, in fact, there is a very close tie. In Canada, 
all provinces have given the power of real estate taxation 
to their municipalities. In British Columbia and Ontario 
this is—for all practical purposes, the sole source of 
municipal revenue; while in other provinces it forms an 
important part thereof. 

+ * * 


Municipalities are painfully aware of the fact that 
residential development of the average single-family 
dwelling-type does not carry its full share of the tax load 
whereas industrial property does. Therefore, the tendency 
is to try and increase the ratio of industrial-commercial 
land use to that of residential —the optimum proportion 
being about 40%-60%. 

To many municipalities, this means simply that a 
relatively large amount of their land will be zoned for 
industrial and commercial: purposes. Unfortunately, little 
attention is paid to the question of the demand for this 
land. In other words, the tendency is to increase the 
supply of land while the demand remains constant. 

Any student of the real estate market will recognize 
that when supply increases while demand does not — the 
prices must fall; however, the indirect effects of this action 
on the finances of a municipality are even more important. 
If building permits for single-family dwellings have been 
granted and, if services have been installed on the expec- 
tation that the newly-zoned industrial land will be 
developed, then the municipality may be in a bad way 
financially, if for any reason industry does not respond by 
buying and using the land. This appears to be the picture 
in Georgetown, Ontario. 

* * * 


On the other hand, if a municipality, instead of merely 
zoning land for industrial and’ commercial purposes, had 
insisted upon the developers actually producing new in- 
dustries before permits were granted for the’ residential 
development, then the problem would not arise. This is the 
way in which the matter was handled in Peel Village on 
the outskirts of Brampton, Ontario. 

The problem of course, goes right to the roots of our 
archaic system of municipal finance. More and more 
Canadians are living-in our urban areas and working in 
industries located nearby. Sometimes the industry is lo- 
cated in a different municipality from the “dormitory” of 
its workers. Hence the residential municipality is hard- 
pressed to pay for the necessary services while the indus- 
trial municipality has a revenue surplus. The solution 
appears to lie either in large municipal grants from the 
provincial governments or the taking over of some services 
by the province—or perhaps in pooling of industrial 
assessment and its re-distribution among all mr~vicipalities. 

The fear of loss of municipal autonomy appears to doom 
the first solution. The second is that currently being tried 
in Alberta. The plan there is that the assessments of 
about 70 designated industrial operations will be taken 
over by the provincial government and the resultant tax 
revenues will be distributed to the municipalities on the 
basis of 30% of the total to those communities in which 
the industries are located. The remaining 70% distributed 
on a per-capita basis to the communities were the workers 
reside. We must watch with interest this unique experi- 
ment. 
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EDITORIAL — — Continued from page 9 


4. To explore the possibility of allowing council to accept agency 
representation on a commission basis, when and if the agent pro- 
duces a responsible client, willing and able to complete purchase. 

At present there is a way that a broker can circumvent this problem 
of selling municipally-owned lands and receive the necessary re- 
imbursement for his work. The broker need only secure a prior 
agreement with the purchaser, that he will absorb commission costs. 
A quasi-official agreement with the township could be arranged. A 
broker need only appeal to the municipality to accept an amount for 
the site, less the amount of his commissions. If an industrial site is 
priced at $5,000 and the agent’s commission — if it were a private sale, 
is $500 — the township could accept a $4,500 offer from the buyer 


who, in turn would pay the agent. 


ADDENDA: In the February 13th issue of Realtor’s Headlines, a news bulletin 
published by N.A.R.E.B., the lead article is captioned: “Two SIR’s Sell U.S. Plant 
For $500,000 More Than Bid”. SIR’s in this case means Fellows of the Society of 


Industrial Realtors, a NAREB affiliate. 


The surplus, government-owned industrial plant was formerly used by Sylvania 


Electrical Products Ltd. for defence work. 


Sale of the unit to the Chesapeake and Ohio Railroad, was negotiated by Thomas 
McCaffrey, Jr. S.1I.R., Pittsburgh and Thomas A. Baron, S.1.R., of Wheeling, W.Va. 
acting as agents for the General Services Administration. The sale grossed G.S.A. 


$850,000. 


Prior to turning the listing over to the two named brokers, G.S.A. had originally 
advertised for tenders. The highest bid coming in from public tender was $350,000. 


WHAT INDUSTRY MEANS 
TO A COMMUNITY 


When a new industry moves into a community it means much more 
to that community than the number of actual workers it employs. 

In a study made by the research department of the Canadian National 
Railways, based on units of 100 workers, the number of additional employ- 
ment possibilities would rise to 217. The report breaks down the additional 


117 workers as follows: 
Retail & Wholesale trades: 38 
Transportation and Communication: 19 
Construction: 16 
Services: 32 
Insurance & Finance: 7 
Utilities: 5 


Besides this, the 100 new workers will bring into the community 427 
people including 66 school children and will increase the households 


by 131 more. 


187 more autos will be sold and 400 new telephones installed. All this 
means that over $1,000,000 in retail sales will flow into local outlets. 


TRAFFIC STUDY 
BADLY NEEDED 


fired a salvo at municipal planning 
authorities for perm‘tting a “strangle- 
hold” situation to occur where com- 
muting motorists were forced to simul- 
taneously converge into centralized 
commercial and industrial areas, 
thereby clogging up already congested 
expressways over rush hour periods. 

J. H. Perry of the Canadian Tax 
Foundation, one of four panelists dis- 
cussing technical problems during the 
Canadian Good Roads Association’s 
Toronto convention, claimed that more 
attention should be given to decen- 
tralization of industrial and commer- 
*.a! districts within high core areas. 

This, he said, would re-distribute 
the traffic load over more roads and 
relieve the congestion now so evident. 


POOR PLANNING 
CAUSES TROUBLE 


The need for metropolitan areas to 
wake up to the fact that industrial 
planning should be done immediately, 
was outlined by Clinton B. Snyder, 
Hoboken, N.J., 1960 president of the 
Society of Industrial Appraisers. 
While addressing the San Francisco 
chapter of S.I.R., he forecast that 
“the sixties will hit their predicted 
stride in about four years.” Now is 
the time he said, to select prime sites 
for improved plants and new branches 
in booming growth areas. Every com- 
munity must be made aware that if 
they are to bolster their economies 
with new industry, prime sites must 
be reserved now for industrial use, 
in the same way valuable land is be- 
ing set aside for recreational open 
space and, commercial or residential 
development. 

Mr. Snyder also called for “coor- 
dinated area-wide planning” instead 
of competition between local jurisdict- 
ions within metropolitan areas. 





FIABCI Members asked to register 
now for Paris Air Jaunt in June 


The International Real Estate f°” 
Federation (F.I.A.B.C.1.) will hold | 
its 12th Annual Congress in Paris, , 
June 12th to 14th, 1961. Members _- 
(non-members also invited) are asked 
to register for a T.C.A. Jet flight - 
leaving Montreal the afternoon of Thursday June 8th — 
arriving in Paris June 9th. CAREB members can become 
members of the Canadian Chapter of FIABCI by writing 
the secretary. Address found at end of this article. 

All participants in the pre-convention flight plan may 
return to Canada individually if they wish, at no extra 
cost. 
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COSTS 


AIR PASSAGE: Montreal to Paris and retum... 
$496.00 (by Jet DC-8). This includes visits (at no extra 
cost) to Shannon, Dublin, Manchester, Birmingham, 
London, Amsterdam, Brussels, Edinburgh and Glasgow. 
HOTEL: $10.00 to $12.00 per person per day includes 
Continental breakfast. No definite plans as yet has been 
made for hotel accommodations. This will be reported 
in a coming issue of the Canadian Realtor. 


We have given you this information regarding the 
Canadian contingent’s plans for the forecoming congress 
early, in case you wish to plan this trip as your vacation. 


If further information is required, write to H. W. 
Follows, 109 Merton Street, Toronto 7, Ont. 


An educated layman, late last year, . 
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VANCOUVER BOARD 
ANNOUNCES TOP EFFORTS 


Awards for outstanding firms and individuals parti- 


cipating in the Vancouver Real Estate Board Multiple 
Listing Service have been announced: 


HIGHEST DOLLAR VOLUME OF MLS 1960 
Block Bros. Realty; A. E. Austin & Co. Ltd. and 
Rutherford-McRae Ltd. 


OUTSTANDING INCREASE IN DOLLAR VOLUME 
1960 


Ker & Ker Ltd. 


CERTIFICATE OF RECOGNITION FOR MLS 
SALES OF $1 MILLION 

H. A. Roberts Ltd.; Melton Real Estate (Vancouver) 
Ltd.; William Sinser Realty Ltd.; Macaulay, Nicolls, Mait- 


land & Co. Ltd.; Boultbee, Sweet & Co. Ltd. and Macdonald 
Realty. 


CERTIFICATES OF RECOGNITION FOR MLS 
SALES $500M OR OVER 

Rivers Realty Ltd.; Pemberton Realty Ltd.; Blane, Ful- 
lerton & White Ltd. and Jacobson-Anderson Realty Ltd. 


INDIVIDUAL AWARDS FOR MLS PARTICIPATION 


TOP SELLING SALESMAN 1960: John Peat of Boult- 
bee, Sweet & Co. Ltd. 


rn 


1960 statistics taken from the Ottawa Real Estate Board’s Annual Report 
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TOP LISTING SALESMAN 
Boult-Harrisen Realty Ltd. 
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SECOND: Jack Chow of Pender Realty & Insur. Agy. 


Sharie Boult of 


SECOND: Andy Meyn of A. E. Austin & Co. Ltd. 





















































% 
DOLLAR TOTAL 
TYPE VOLUME SOLD | - DOLLAR 
VOLUME 
Bungalow $4,732,630 24 % 
2 Storey | ‘3,468,515 18 % 
Semi-bungalow 1,473,420 8 % 
3 Storey 986,180 5.1% 
Split Level 929,830 4.8% 
2/3 Storey 818,030 4.2% 
Apartment $1,294,150 
Duplex 1,175,899 
Double 695,625 
Triplex 496,500 
Land $1,072,057 
Commercial 659,000 
Business-Commercial 525,500 
Row 356,520 
Rental 180,025 
Commercial Apts. 118,000 
Miscellaneous 98,000 
Summer Property 88,950 
Business 72,830 
Trailer 



















25,828 
19,952 


———————————————— 


$43,138 
17,042 
17,390 
20,687 


$11,652 
36,611 
58,388 . 
29,710 


| 
| 
| 
| 
| 






| 
| 
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AVERAGE 
DAYS 
‘ TO 
SELL 


45 
44 
46 
53 
39 
44 


59 
59 
4] 
52 


73 
62 
68 
41 

50 
99 
27 

36 
65 
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A PRINCIPAL 


SEZIX 


INVESTMENTS 


by Kenner Ames 


Sales Manager of Toronto Industrial Leaseholds Ltd. 


Since this article was written (last December), a policy change 
was made in the corporate structure of Webb & Knapp (Canada) 
Ltd. of which Toronto Industrial Leaseholds (1957) Ltd. is an 
affiliate. The change was effected to streamline the administra- 
tion of the scores of projects now owned or under way by the 
parent organization. Mr. Alex Rubin who was president of T.I.L. 
(1957) Ltd. has formed his own companies, but will remain on the 


board of the firm as Chairman of the board. 


(See page 22, 


February edition The Canadian Realtor.) 


When a principal considers the ac- 
quisition of an investment property, 
his first step will be to attempt to 
analyze the soundness of his invest- 
ment from the standpoint of the rate 
of return on his investment, size of 
the mortgage on the property which 
will affect the amount of equity he 
will have to put into the purchase of 
same, and the probable appreciation 
of the land and building. These three 
features are generally the first con- 
sideration of an astute investor. Let 
us, therefore, retrace our steps for a 
moment and investigate the factors 
which influence the increase in value 
of a property throughout the years 
and thus comprise a sound invest- 
ment. 


Deciding on the Location 

Why is a plant located on its par- 
ticular site, and why is it being 
leased? 

When a company decides that new 
premises are needed by reason of ex- 
pansion, introduction of a new “line” 
or other reasons, the nature of 
its business very quickly eliminates 
certain areas — heavy manufacturing 
can be only established in certain 
zones available for this particular 
classification. Light manufacturing 
with outside storage, automatically 
confines the company’s choice to other 
areas zoned for their requirements, 
and a sales office - warehouse outlet 
would limit their search to still other 
areas. 

The cost of strategic land selected 
is probably the next consideration, for 
a difference between, say, $10,000 and 
$40,000 an acre, is very great. The 
word “prestige” here looms large. Our 
company has industrial parks where 
$20,000 is the cost of “rear” land and 


up to $60,000 the cost of frontal land 
on the same location. This is a rare 
case, but points out the importance 
sometimes attributed to a “prestige” 
location. 


Next consideration is transportation 
for the product, which in most cases 
is a more serious problem than trans- 
portation for the employees. If a rail- 
way siding is required, the company 
has to look for a site which has one 
available, besides being within the 
required zone. Interswitching facili- 
ties piggy-back facilities, custom’s 
clearance and other features have to 
be considered carefully. An American 
firm that distributed its product in 
downtown Toronto by truck recently 
confined its search to within an area 
of seven miles from City Hall. A 
realtor placed this firm 914 miles 
from City Hall off a new Expressway 
under construction, because this lo- 
cation “time-wise” was much closer 
to downtown than “mile-wise”. 


Transportation of employees is 
often as important as transportation 
of the end-product. A President must 
consider: has he a great number of 
employees? Is the majority of them 
male or female? What is the labour 
availability in the areas under con- 
sideration? A client iz Toronto re- 
cently leased a building from what 
turned out to be the highest bidder, 
because the client employed a great 
labour force of female help on a 24- 
hour basis, and therefore required 
excellent bus service. The site offered 
by the highest bidder happened to 
have a bus stop twenty yards from 
the front door, and this advantage in- 
fluenced the client’s decision. 


The saving of a few thousand dol- 
lars per acre when purchasing land for 
a new building is generally not nearly 
as important as it would appear at the 
time of purchase. Services, advertis- 
ing value, and soil bearing capacities 
can increase or decrease considerably 
— both cost and value of the finished 
building. A transaction was recently 
closed when a realtor sold a higher- 
priced site to his client by pointing 
out that the difference in the price 
of the sites was no more than the 
price of two billboards allocated in 
his advertising budget, and that it 
would be more than offset by the high 
advertising value of the site, which 
was located in an area with excep- 
tionally high traffic count. 


* * oe 


Another consideration, shared by 
both realtor and client, is the attitude 
of the local authorities and the com- 
munity’s taxation structure. A town- 
ship can do a lot to attract industry 
— eg. appointment of a consultant 
industrial commissioner, newspaper 


publicity etc. — and assisting the real- 
tor wherever possible. This gives a 
degree of assurance to a newly-arriv- 
ing client. 







Choice Commercial & 
Industrial Properties 
In London Area 






















5,000 sq. ft. garage ............ 
5,000 sq. ft. Warehouse ...... 
11,500 sq. ft. Warehouse 
3,600 sq. ft. refrigerated ‘... 100,000 
18,500 sq. ft. Warehouse 


2 floors, sprinklered. 85,000 
34,000 sq. ft. transport 

I Eos cc iedscseke 275,000. 
47,000 sq. ft. 2 floors and 

I one 130,000 
42,000 sq. ft. 3 floors and 

basement, sprinklered, 

a 


RENTAL 


11,000 sq. ff. 1 floor and basement 
used as feed and seed ware- 
house, $500 per month, 5-year 
term. Garages, body shops, 
launderettes, restaurants, indus- 
trial acreages. Farms. 


For further information call 
A. M. HARRIS 
GE. 8-7263 or res. GE. 8-3000 


R. I. HARRIS 


Insurance Agencies Limited 
Realtor 


615 Richmond St. 
LONDON 


GE, 8-7263 
ONTARIO 
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Along with this goes the “neigh- 
bourhood” consideration. A good client 
wants good neighbours, and it is sur- 
prising how one clean, well-built and 
landscaped structure can attract 
around it other new compan‘es who 
do not want to “risk” taking perhaps 
cheaper, but undeveloped land nearby, 
for fear of who the new neighbours 
might turn out to be. It is much like 
the leasing of a great commercial 
building (eg. Place Ville-Marie in 
Montreal) where it is the ground- 
floor client who counts. 


Architectural Requirements 
When the architect has familiarized 
himself with the by-laws governing 
the setbacks, land coverage, etc., he 
gets in touch with the client’s repre- 
sentatives to obtain material for his 
first rough study of the building. This 
will take into consideration shipping 
and receiving, materials handling and 
production flow, stacking heights, bay 
sizes, lighting, dimensions of office 
space, the elevation appearance of 
the building-to-be and the facilities 
for expansion. Secondary considera- 
tions such as air-conditioning, cafe- 
teria space, etc. are also taken into 
account. At this moment, from the 
investor’s standpoint, we are at the 
strategical point as far as the future 
of this building is concerned. If the 
architect responsible for the design, 
along with the owner, puts materials 
into the building which are sound, 
dependable and pleasing to the eye, 
the investor can expect a considerable 
appreciation at the end of the lease, 
as the condition and appearance of 
the building at that time will reflect 


- on its value. Bearing walls and block 


sides would probably not look as well 
at the end of a long lease as a struc- 
tural steel-framed building with face 
brick, curtain wall, metal or glass 
panels. 


Lease-back and its Reasons 

There are two main reasons (other 
than the fact that the annual rental 
can be charged as a business expense) 
why industrial firms lease manufac- 
turing plants: 

1. —to conserve company capital. 

2. —to gain flexibility i.e. to 

survey the new market whilst 

bound only within the time 
limit of a lease. 

New production equipment is gen- 
erally a very expensive item, and 
leasing a building instead of buying 
it will allow the company to spend 
the capital available on this equip- 
ment for new production methods, 
and on research and development of 
new products — rather than tie it up 
in bricks and mortar. This does not, 
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by any means apply only to the 
small company, but to the triple 
AAA client as well: Actually, lease- 
back is a way of borrowing dollars 
over and above the maximum limits 
of bond and bank financing — which 
might otherwise not be available. 
Some large lease-back companies 
will allow their client to move before 
the end of the lease provided they 
receive the contract for the new 
building in another area. It must, 
however, be borne in mind _ that 
lease-back facilities (which can be 
amazingly flexible) are only avail- 
able to lessees of first-class financial 
strength. 


Industrial Estates 


A building located in a_ well- 
planned industrial park or estate is 
a very desirable investment. The rea- 
sons for this are many. To begin 
with, the land in an industrial park 
is generally completely serviced for 
the entire parcel. The road pattern 
has been established, the lot lines are 
clearly defined, and the owner of the 
park has usually arranged with the 
municipal authorities for by-laws 
governing setbacks and land coverage 
to protect the appearance and gen- 
eral standard of the park. Similarly, 
there will be by-laws covering the 
type of industry to locate in the park, 
as well as control of such items as 
smoke discharge, outside storage, 
landscaping, even specifying the 
amount of parking allowed and the 
paving of driveways. These controls 
assure the owner that his neighbours 
and the entire surroundings will be 
up to the same standard as is im- 
posed on himself, which will tend to 
upgrade his premises. Efficient labour 
forces are easily attracted to this type 
of park. 


+ * * 


A consideration of importance is 
that — whereas the individual lot 
usually offered to industry by the 
small realtor constricts planning to 
just the size and shape offered, the 
industrial park often offers a clean 
slate to the company planner on 
which he can build with an eye to 
economy, traffic, light, expansion and 
so forth. The advantages of industrial 
park location as opposed to building 
in an unrestricted zoning neighbour- 
hood, are quite obvious. An inves- 
tor, even if he constructs the very 
first building in an industrial park, 
will know that his investment will be 
protected, and that in from ten to 
twenty year’s time his capital ap- 
preciation will be at a maximum, be- 
cause there will be no downgrading of 
the area due to lack of control. 


New Generation 
encouraged 


Brantford, Ontario, is actively en- 
gaged in training their future citizens. 
This progressive city has formed the 
Junior Achievement Club for teen- 
agers. 

The club under the jurisdiction of 
the executive committee and advice 
offered by Brantford businessmen, 
form and operate miniature manu- 
facturing companies. 

In 1960, a group of men purchased 
a small plant which they outfitted 
with lathes, drill presses, power 
saws and other machinery needed to 
manufacture any product decided on 
by the committee. 

The Junior Achievement Club oper- 
ates on a yearly basis. Method fol- 
lowed, separates membership into 
little companies. Shares are then sold 
by members of each company to raise 
capital for the purchase of materials. 

At the conclusion of each school 
term the various companies are dis- 
solved and wages and dividends paid 
out from the profits. 

Two other Canadian Cities have 
similar clubs — one in Vancouver and 
the other in Windsor. 


REALTOR DIES 

Gordon Brisson, 58, weli-known St. 
Catharines Realtor was killed in a car 
accident February 238rd., on the out- 
skirts of the city. 

Mr, Brisson was an active member 
of the St. Catharines Real Estate 
Board, in which city he has been in 
business for 30 years. 


FOUR-SIXTY MAIN STREET 


WINNIPEG MANITOBA 


E. J. ARONOVITCH, 
President and General Manager, 
Member, Society of Industrial Realtors 




























WHAT MILLINE MEANS 


The Editor of the Canadian Realtor recently had a 
phone call from a Toronto broker who wanted to know 
what “Milline Rate” meant in advertising jJargonese. 

Here is an example using two of Toronto’s newspapers 
and circulation figures based on those supplied to Canadian 
Advertising, Jan.-Feb. 1960, edition: 

Milline rate is a mathematical formulae which reveals 
the cost per agate line to reach one million readers. 
Incidently, it was invented by Benjamin Franklin in the 
Eighteenth century. 

To find the milline rate you multiple the rate per agate 
line by 1 million and divide by the circulation. 

1,000,000 X rate per agate line -> circulation 

As an example, working out the milline rate for the 
Toronto Star and the Toronto Telegram we find the fol- 
lowing. First we will work out the City Zone circulation 
which interests brokers catering only to that sphere of 
readership. 

TORONTO STAR (City Zone 205,526) 

Casual rate for 1 time semi-display is 60c per agate line. 
1,000,000 X 60 
205,526 

TORONTO TELEGRAM (City Zone 160,160) 

Casual rate for 1 time semi-display is 50c per agate line. 
1,000,000 X 50 
160,160 

The above milline rates were worked out on city zone 
circulation. If the broker wishes to learn the milline rate 


for total circulation in either newspaper it would be 
worked out thusly: 


TORONTO STAR (Total net paid 308,782 M-S) 
1,000,000 X 60 


308,782 


TORONTO TELEGRAM (Total net paid 222,315 M-S) 
1,000,000 X 50 


222,315 


= $2.92 per agate line per 1 million readers 





= $3.12 per agate line per 1 million readers 


= $1.95 per agate line per million readers 


= $2.25 per agate line per million readers 


NOTE: when we mention readers we actually mean cir- 
culation distribution. Some papers, and magazines for that 
~atter, are often heard to use the phrase “we have (3.5) 
readers per paper.” Obviously basing their assumption on 
a study of the number of readers in the family who read 
each delivered newspaper or magazine. 


Celebrating 


Specialists in 
APPRAISING 


We invite your inquiries 


TELEPHONE JAckson 7-3889 
Stewart Chambers, F.R.1. 





Our 50th Year in Business 


COMMERCIAL AND INDUSTRIAL PROPERTIES 
OFFICE BUILDING MANAGEMENT 


CHAMBERS and COMPANY 


PIGOTT BUILDING, HAMILTON, ONT. 


T. Glen Chambers, B.A., M.A.I. 


LEGAL HINTS 


The following article is a re-print from the “Crier”, 
Westminster Real Estate Board’s publication. It originally 
ran in the Phoenix newsletter. 


The sole responsibility of the listing broker for obtain- 
ing the signature of both husband and wife on a listing 
contract was pointed up by a recent decision of the 
Phoenix Real Estate Board’s Court of Ethics. 


An MLS participant had been careless in taking a listing 
with the signature of the husband only when the wife was 
absent. A cooperating Realtor procured buyers willing, 
ready and able to buy in accordance with terms of the 
listing. But the wife, who had not signed the listing, 
refused to sell. 


The cooperating Realtor, who had devoted considerable 
time endeavoring to negotiate a sale, with no success, then 
filed claim ‘against the listing Realtor for his share of 
what the commission would have been. The Court of Ethics 
ruled in favor of the cooperating broker, Their stipula- 
tion was: A Realtor who obtains a listing, the sale of 
which cannot be legally executed due to the listing broker’s 
gross negligence, and a fellow Realtor in good faith, has 
shown he could have sold the listing if properly sub- 
mitted, the latter is entitled to claim his just share of 
the commission from the listing Realtor. 


The listing Realtor paid the claim, as directed by the 
Board’s Court of Ethics, but he threatened to file suit 
against the Multiple Listing Exchange, claiming that the 
MLS office should have rejected the listing in the first 
place. The legal opinion obtained from our board counsel 
answered not only this threat, but spelled out clearly the 
responsibility of the MLS with respect to any detail of the 
listing contract: 


“The Multiple Listing Exchange is a processing head- 
quarters rendering a service to its members. A listing 
is a legal instrument, an agreement between the listing 
Realtor and his client. It is neither the responsibility of 
the organization nor the Exchange staff to question the 
legality of such instruments. A Realtor is entitled to a 
commission when he has rendered a service. One of the 
most important parts of the service is to see that the 
instrument is in proper order. This is a duty of the listing 
office, because a Realtor should endeavor to avoid error. 
The owners do not pay the Exchange, therefore it is not 
an obligation of the Exchange to scrutinize legal points 
of the instrument.” 


Library Council 
directs Appeal 


Canadian Library Week, under the 
patronage of the Prime Minister, will 
be celebrated from April 16th to 22nd 
this year. 


In a directive from the Canadian 
Library Council, attention is called to 
the fact that library facilities are 
being inadequately served by the 
public. 


Another fact mentioned, was the 
use that the local library could be to 
a businessman (Realtor or salesman), 
either for social reading or for busi- 
ness reference. 
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INDUSTRIAL MARKETS 
NOT FULLY EXPLORED 


According to remarks made at a November conference, 
many ‘Canadian Industries are not taking advantage of 
United Kingdom markets. 

R. H. Stapleford, Industrial Commissioner of Trade 
and Industry, Ontario House, London, was guest speaker 
at a Toronto conference arranged by the Ontario Trade 
and Industry branch for leading Canadian Industrialists 
and provincial and municipal delegates. The conference 
was themed on: “Increased employment through acceler- 
ated Industrial Development.” 


Mr. Stapleford claimed that, “Today, in many respects, 
Canadian Export opportunities to the United Kingdom 
are better than they have been for years... (yet)... 
during the past four years, Canada has exported an 
annual average of $780 millions to that market! 


“But” he added, “More Canadian goods could be sold 
overseas, if our industrialists would investigate the 
potential.” 


The Trade and Industry Branch of the Ontario De- 
partment of Planning & Development has issued a booklet 
entitled: “Possible Canadian Export Opportunities (‘to 
the U.K.’).” This is available by writing the department 
at 454 University Ave., Toronto. 


FOOTNOTE: We offer the following quote lifted from an 
editorial in the New York Times: 


“A nation, to defend itself in modern competition can- 
not be satisfied with technological competence. It must 
also be literate.” 

— the editor 


+ + + 


SAVE DOWNTOWN-GRUEN 


‘Unless corrective action is taken to fight urban decay, 
North American cities will soon resemble “doughnuts with 


all the dough in the suburbs and a hole in the middle”, 
claims a leading architect and urban planner. 


The warning came from Victor Gruen a New York 
architect while addressing a meeting of the National 
Retail Furniture Association. 


“Our downtown areas have not adjusted themselves to 
the twentieth century,” Mr. Gruen asserts. He said they 
were outmoded, outdated and outflanked. 


“No city can economically afford to have a portion of 
itself become a ghost town. The core areas have carried 
the main tax load which was hitherto responsible for the 
financial well-being of the community. The disintegration 
of the downtown sections have reached a point where this 
is no longer the case, thus “we can no longer afford in- 
action”,” he said. . 


Mr. Gruen predicted that downtown will thrive once 
again whenever decisive action is taken. He stressed the 
fact that more than “skin-deep” action must be taken 
however. “The present rash of experimental mall develop- 
ments” he said “are not serious planning measures but 
rather promotional gimmicks — nothing more than an 
extension of such activities as ‘Dollar Day’, ‘Downtown 
Day’ and other publicity stunts. 

“It is necessary to attack the problems which we have 
neglected for fifty years, on an overall basis. We must 
improve simultaneously and in some integrated manner: 
accessibility, circulation, livability, convenience and en- 
vironmental character,” he warned. 
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Architect Gruen urged these steps to save downtown: 


1, Improve accessability by new and improved public 
and private carriers. 


2. Free downtown from traffic congestion caused by 
private cars through a system of loop roads encircling the 
area. Have huge parking facilities adjoining loop roads; 
have moving sidewalks and subways. 


3. -Build middle-income housing in and around down- 
town. 


4. Make downtown more attractive with landscaping, 
better lighting, fountains and various expressions of the 
arts. 


5. Enhance comfort and convenience with arcades, 
colonnades, overhanging roofs, rest benches, sidewalk cafes 
and the like. 


IN THE NEWS 


—NEW YORK — Statistics are bearing out predictions 
that motels are being overbuilt in the U.S. and Canada. 
A leading New York Hotel and Motel brokerage firm says 
that the occupancy is under 40% and rates are zooming 
downwards in efforts to keep occupancy figures from doing 
a complete nose-dive. There are still some types of motels 
showing a profit, especially those located in a top strategic 
spot. 


© The best site for a motel would be in a crowded industrial 
area claims Robert Greengoss, president of a large American 
furnishings company. He bases his claim on a survey which 
reveals that businessmen are now better, more frequent 
customers than tourists. 


TIPS FROM THE LIP 


Canadian Builders are heeding the call for more 
creativeness in selling and promotion, by offering the 
public something different. 

Markland Woods, a West Toronto 300-unit subdivision 
built by Hartzman and McCart Ltd. have installed a 
push-button convenience in each of their houses: The 
device is a built-in intercom system which has a 2-way 
reception in each room and outside back and front doors. 
By pressing a switch, Mrs. Housewife can talk and listen 
to another person without leaving the kitchen. Device also 
acts as a monitor for baby’s room. The intercom system 
is manufactured by Fanon Electronics Ltd., 431 King 
Street West, Toronto. 


Elsewhere builders are offering: an 8 x 10 in. ‘candid’ 
colour photo of family entering their new home for first 
time. Idea is to cement corporate image of builder... 
Hallmark Construction Ltd. of Toronto offer their buyers 
a bidet, an extra toilet utility popular in France, but 
relatively unknown in Canada. Utility is manufactured 
by Crane other promotional devices offered by 
Canadian builders include, lawn lampposts .. . patio- 
styled front walks, using coloured cement slabs of varying 
sizes . . . built-in rock-gardens with miniature waterfalls 
(made of aluminum) .. . subterranean lawn sprinkling 
systems . . . new electronic device for cleansing air by 
removing dust particles and bacteria . . . built-in air- 
conditioning . . . more stress on planned landscaping, 
using nursery experts as consultants ... even heard of a 
western builder who supplies $50 worth of seeds, fer- 
tilizer, trees, shrubs and fruit bushes indigenous to the 
climate to each buyer. 
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ACROSS THE BOARD 


TORONTO 


A. G. Sanagan, retiring president of 
the Toronto Real Estate Board esti- 
mates that Metropolitan Toronto’s 
construction for 1961 should go over 
the $1 billion mark (all types includ- 
ing services, paving etc.). This would 
represent 40% of our provincial total 
and 15% of the national estimate of 
$7 billions. 

Mr. Sanagan pointed to the rapid 
population surge that Metro Toronto 
has experienced in the past 10 years. 
The area now supports some 1.5 
million people, a rise of a half million 
since 1950. In comparing metro areas 
on the north American continent Mr. 
Sanagan stated that Toronto was 7th 
in population succeeded only by New 
York (7.7 Million); Chicag: (3.5); 
Los Angeles (2.5); Philadelphia (2) ; 
Detroit (1.7) and Montreal (1.7). 

Of the top ten U.S. cities only 
Houston, Texas has paralleled our 
growth of 5% annually and even that 
city’s rapid increase was due only to 
a sudden annexation of territory in 
1956 which added 140,000 to the rolls. 
The next closest American city to 
show a gain is Los Angeles, with an 
annual increase of 2.5%. 


NEW JERSEY 


Pennsauken Township in New Jer- 
sey, finds itself in the enviable position 
of having a reduced tax rate. 1960’s 
rate decreased from $1.75 to $1.73 
per $100 assessed valuation. 

“It was all because of the great im- 
pact of increased ratables through the 
influx of desirable industrial expan- 
sion” asserts Mayor Eugene Raymond. 

“Most of the credit can go to Penn- 
sauken Industrial Developments and 
their allied activities.” 


Meyers Baker, township assessor 
firmly believes that luck had no part 
in the phenomenal growth and stab- 
ility of the expansion. He stressed 
that effective planning, efficient muni- 
cipal government administration and 
careful piloting by certain individuals 
has made the industrial parks one of 
the most successful ventures in the 
nation. 


Total ratables have risen from $19 
millions in 1950 to $40 millions at 
the end of 1959. The carefully plan- 
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ned step-by-step stages of the develop- 
ment contributed $6.5 millions alone. 

Pennsauken Township embraces an 
area approximately 10 sq. miles and 
contains about 10,000 homes and a 
population of 33,600. 

The industrial parks, developed in 
four stages, encompass 600 acres. 
The first three are completely sold out 
and the fourth is rapidly nearing that 
state. 64 firms have been attracted by 
the sensible planning and promotion. 

Visitors to the area are visibly im- 
pressed with the community spirit. 
Potential industry coming to inspect 
the developments usually comment 
favourably. 

“A good, solid labor pool usually 
appeals to industry. It cuts down on 
skilled staff turnover and is less likely 
to succumb to extreme leftist labor 
agitation,” said a Pennsauken spokes- 
man. 

“That is another reason why our 
industrial parks have attracted so 
much active interest.” 


PRINCE GEORGE 


Four parcels of more than six acres, 
one corner lot at 1.78 acres, 14 sites 
of two acres each and 8 sites less than 
two acres were auctioned off in Prince 
George’s newly formed Carter Light 
Industrial Subdivision. Sale was held 
in City Hall Council Chambers. 

Prices ranged from $3,000 for smal- 
ler lots to $16,000 and purchasers were 
given opportunity of financing under 
an agreement of sale by paying one- 
quarter down and balance in three 
equal installments with interest at six 
per cent on outstanding balance. 

Purchasers are not required to com- 
plete buildings until two years after 
installation of city services. 


OTTAWA 


The Honourable D. J. Walker, Min- 
ister of Public Works was presented 
February 22nd. with a brief calling 
for establishment of a Royal Commis- 
sion for study and recommendation 
of residential secondary mortgage 


. financing. 


Leonard P. Long of Montreal, to- 
gether with his colleagues who form a 
special building materials — manufac- 
turers committee of the National 
House Builders Association, said, 
upon presentation that Minister 
Walker has indicated that the govern- 


ment, among other things, is very in- 
terested in seeing a secondary mort- 
gage market develop for the sale of 
NHA insured mortgages. 

Portions of the brief call for the 

study of new methods of financing: 

1. Making possible the establish- 
ment of building and loan 
societies; 

2. Establishment of a government 
mortgage bank; 

3. Improvement of NHA mortgages 
as security for bond issues by 
private companies, ete. (See 
page 11 February, 1961 Cana- 
dian Realtor). 


PHILADELPHIA 


“The tide of Industrial development 
is turning back to the city” claims C. 
Armel Nutter, Camden N.J., imme- 
diate past-president of the 63,000 
member, National Association of Real 
Estate Boards. 

Mr. Nutter who addressed a Phil- 
adelphia meeting of the Society of 
Industrial Appraisers in October, 
states that the following factors are 
responsible for this trend: 


—Broad urban renewal programs are 
now making the metropolis a 
mighty magnet. 

—More people are moving back into 
the core from the suburbs because 
here labour and higher incomes are 
more stable. 

—Most cities are beginning to “woo” 
industry and to give it the same 
treatment as commercial and resi- 
dential interests, especially in the 
field of Land Use Planning. 

—Industry is “casting a wise Eye” at 
transportation cost advantages in 
urban locations. 

—Importance of savings in distribu- 
tion to markets has outweighed the 
advantages of locating adjacent to 
raw material sources. 


—Plants in rural areas have exper- 
ienced a disadvantage through con- 
stant turnover of skilled labour, 
secretarial help, and management 
personnel. 

—Fast developing fields, .uch as elec- 
tronics, need skills found only in the 
cities. 

—The rise of truck transportation 
and its significantly lower terminal 
or loading and unloading costs, 
along with the corresponding decline 
of rail freight cost advantages for 
long-haul shipping, has encouraged 
the widespread movement of indust- 
rial plants to market centers. 
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SUDBURY 


Several months ago, 15 municipali- 
ties in the Sudbury, Ontario district 
sent representatives to a Community 
Planning Branch Workshop, spon- 
sored and conducted by the Ontario 
Department of Municipal Affairs. 


Although problems covered the en- 
tire planning field, some questions 
raised by delegates emphasized cer- 
tain basic problems. One term which 
delegates felt was being misinter- 
preted is the phrase: “Greenbelt”. At 
least six radically different interpreta- 
tions were given including: “Compre- 
hensive Park and Open Space Pro- 
gram”, to the theoretical: “Open 
Space Ring Completely Surrounding 
the Urban Area”. 


How about: “A Planned belt of un- 
developed land surrounding an urban 
area, which is dedicated in perpetuity 
for Parks and recreational pursuits 
only.” 


OTTAWA 


Forbes Gilbertson, a staff writer for 
the Financial Post has given an in- 
sight into methods which a community 
might adopt to acquire a sewage 
disposal plant. Excerpts from his 
article (December 3rd, 1960) are as 
follows: 


— design of plant is based on a capi- 
tal cost of $25-$30 a head of com- 
munity population. If town is 
spread out cost could rise to $40, 
while a concentrated area might 
get by with $15 per individual. 

— Two techniques are used: for a 
larger community, a _ series of 
filtration tanks process waste 
which is eventually expelled as 











Specialists in: 


chlorinated water into a river or 
lake. Lagoon method consists of 
large ponds where natural organic 
action handles waste. The latter 
system is presumed cheaper if the 
community has ample, cheap acre- 
age available. 

— Regulations for proposed CMHC 
loans cover two-thirds of cost of 
project, with the federal agency 
writing off 25% of the loan spent 
on work done before April 1963. 
Mr. Gilbertson says that com- 

munities now burdened with financing 

(and expansion) problems might find 

the federal proposal to their liking. 

He states “With the CMHC loans 

running for a3 long as 50 years and 

carrying an interest rate of 54%%, 

an estimated 75% of the communities 

now needing sewage works or anti- 
cipating them in the future, are 
going to show considerable interest.” 


TORONTO 


Disturbing reports presented by the 
Conservation Council of Ontario shows 
that in the next 40 years Ontario will 
have to produce twice as much of most 
kinds of food to supply the rapidly 
expanding population. 

There are 33 million acres of land 
south of the pre-cambrian shield of 
which only 12 millions are suitable 
for agriculture. By 1998, another 1.5 
millions will be needed for urban de- 
mands and 200,000 for recreational 
purposes. 

Planning on the regional scale, at 
present, is at best spotty and barely 
exists on the provincial level. 

In order that the 12 millions of 
acres be kept in agriculture, the C.C. 
of Ont. suggests that a uniform base 
of assessment for land be established 
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throughout the province. This, they 
claim, will nullify the effects of farm 
lands on fringe areas being assessed 
beyond margins necessary for a profit 
from straight agricultural pursuits. 
At present, farmers owning land on 
fringe areas of municipalities are 
forced to sell to developers, or worse, 
speculators, with the land sitting 
idle for lengthy periods. 

The C.C. of Ont. admits that much 
re-organization would be required if 
the plan was to be adopted but they do 
feel implementation is sorely needed 
to protect first-rate farm lands and 
establish green-belt links between 
municipalities. 
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Source: Central Mortgage & Housing 
Corporation, Canadian Housing Statistics, 
DBS Bulletins. 


SASKATOON 


THE WEST'S FASTEST 
GROWING CITY 


@ Industrial Properties 
@ Buildings @ Homes 
@ Shopping Centres 

@ Land Assembly 






Confidential appraisals conducted for princi- 
pals or licensed agents from coast to coast, by 
B.C. Interior's leading Broker. 















MEMBERS OF: National Institute of Farm 
Brokers — Vancouver Real Estate Board & 
Multiple Listing Service — Okanagan Mainline 
Real Estate Board & Multiple Listing Service — 
B.C. Association of Real Estate Boards — Cana- 
dian Association Real Estate Boards. 





McClocklin 


REAL ESTATE 


Prompt attention given 
to all matters concern- 
ing real estate and 
appraisals. 

















114 Third Ave. South 


LETTERS TO EDITOR 


Dear Sir: 


I read with considerable interest the latest article to 
appear in the Realtor, entitled “Roving Reporter”. 


The question under discussion, “Should a broker co- 
operate with other brokers” seemed to have been answered 
with a unanimous “yes”. It would appear that all those 
asked were brokers. It would be interesting to determine 
the answers to the same question if asked of salesmen 
when considered in this light: a salesman lists a par- 
ticularly attractive property on an exclusive basis, which 
to him is a potential commission of, let us say $200. 
Before he is able to obtain a sale, the broker for whom 
he works, sees fit to co-operate with another broker. How 
then does the salesman feel? He has lost his good listing 
and potential $200 to settle for at best a listing com- 
mission of a considerably lesser amount. 


If the policy of complete co-operation on exclusive- 


listings was adopted, would we not then have the same 
situation as listing everything Co-Op on a lower com- 
mission basis? 

I put this forth after discussion with a number of local 
salesmen. As a point of interest we would like to see it 
discussed in other areas. 

Let us hear from the Roving Reporter on the salesman’s 
side of this question. 

James Cathcart, 
Joyce Realty, 
Belleville, Ont. 


ED‘S REPLY: Mr. Cathcart’s logic is justified. We do not 
think anyone will question this. The fact to review in this 
case however may be presented thus: When you ask a blanket 
question you get a blanket answer! 

George Calladine, our roving reporter was assigned the 
topic: ‘should a broker co-operate on a listing’. Armed with 
this subject, he approached several people at the Toronto con- 
vention and received an opinion from each. In all fairness 
to the interviewees, each was not thinking specifically of a 
listing as such, but rather, listing service as a whole. Primarily, 
the reason behind Mr. Calladine’s assignment went back to 
an editorial huddle staged some weeks previous to the con- 
vention. At that time we were out to find a solution for the 
chronic problem each board experiences in having their co-op 
system used as a pool for unmarketable or over-priced listings. 
The same brokers being usually the men who guarded, quite 
zealously, all marketable listings. 

We do not propose to adjudicate here. It is up to each 
broker to conduct his business as he sees fit. He is in 
business essentially for himself and no other. If strict ad- 
herence to the code of ethics is maintained, no one will 
question the manner in which he dispenses his listings. 

This same feeling, to our way of thinking reflects right 
down to the salesman. 

And too, we will not dispute the salesman’s sublime right 
to cash in on his own efforts. 

We will, however, interject a note of concern into this reply. 
We feel that an exclusive listing shouldn’t be guarded to the 
point where the vendor is made to suffer. When the vendor 
entrusts his property to a salesman, it is with the expectation 
(no doubt encouraged by the broker’s advertising) that he 
will soon sell his property! Expecting to receive a buyer within 
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a reasonable length of time, he sets up some sort of mental 
time table. ‘“‘I’ll be able to buy Sally a wedding gift before 
she is married” .. . “I think we should start shopping for 
another house”. . . “If we sell this place scon enough, we'l! 
be able to forestall foreclosure proceedings on our other 
place.’ 

Because of these reasons, and many others, the salesmar, 
owes the vendor nothing short of an all-out effort to sell hi: 
listing. Any salesman who violates this unwritten code is no* 
doing his profession any good. 

To reiterate: yes, you should have a right to handle your 
own exclusive; for a reasonable length of time, at any rate. 
Good luck . . . and good listing! 


+ + + 
Dear Sir: 
Re: Just One Salesman’s Opinion 


Mr. H. T. G. Andrews is to be complimented for stating 
his views so frankly and forthrightly, and there is a lot 
in what he has said; but I feel compelled to let him see 
the other side of his desk. 

A responsible broker or salesman certainly has no 
objection to a lawyer screening an offer to purchase, 
whether it is for the purchaser or vendor, and as a matter 
of fact I certainly welcome the opportunity, especially 
when I can be present with my client. Don’t forget, Mr. 
Lawyer, this also protects me. 


It is of prime importance, and I would say absolutely 
necessary, in the case of elderly persons, to have a 
lawyer screen an offer. If something should come out of 
the woods and go sour on a “deal” with an elderly person 
— without having the added protection of this screening 
— I feel sorry for the salesman. He is on the spot, if 
not legally, morally. Picture it . ..a seventy-five year 
old widow with her back to the wall and the possibility 
of losing a bit of money. The sympathy is certainly not 
going to be with the salesman. So I say men, if there is 
the slightest doubt in your mind about your client being 
in full command of every rormal human faculty, whip 
the client in your car right off to the lawyer. If they 
have no lawyer, get them one. 


When a lawyer advises his client (and they do on 
occasion) that he is either paying too much for a pro- 


. perty, or selling too cheaply, especially when he has not 


seen the property—ZI want to be there. I could never 
understand why a lawyer sticks his nose into this phase 
of real estate, when he really knows he does not know 
what he is talking about. Lawyers will invariably make 
a change in an offer to purchase, however small. They 
have to! They seem to think their client will not be 
getting his money’s worth unless he finds something 
wrong. After all, if his lawyer doesn’t make a change, 
the client might feel that he doesn’t need him. Show 
me any offer to purchase, and I guarantee that I can 
make a change in it that won’t amount to a hill of beans 
in changing its legal context, but nevertheless a change 
has been made. So the client feels secure. I have made 
out offers to purchase for clients who are lawyers, and 
they have never changed them. Putting myself in the 
lawyer’s shoes, I can certainly understand their position. 
It’s simply a matter of business. 


About Mr. Andrews stand on paying commissions. Let’s 
take a hypothetical case. A man went to a lawyer — 
told him he wanted to buy a property — had the lawyer 
draw up the legal documents, and then later said he 
decided not to purchase it. I do not believe for one 
minute that the lawyer would smile and say that’s O.h. 
—no charge for my services whatsoever. However, M'- 
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Andrews states in his article that the agent (in this case 
the lawyer) should get nothing. I won’t go for that. I 
say that if the purchaser defaults, it would be fair for 
the vendor and his agent to split the deposit 50/50, and 
if there is a further balance that would be normally due, 
forget it. Purchasers are not easy to find, and after a 
lot of hard work the salesman should be compensated. 
After all, how is the agent to know a purchaser will de- 
fault? His offer to purchase is taken in good faith. I 
do not believe for one minute that a.man should be 
expected to work for nothing. 
Yours truly, 

Richard H. Steacy, 

Residential Sales Manager, 

McBrien and Lowe, Ltd. 

Toronto. 


@ Mr. Steacy refers to an article which appeared in the 
January issue. While questioning him about his opinions, we 
uncovered an interesting work history: Mr. Steacy has lived in 
or travelled through, Australia, Malaya, New Zealand, 
Hawaii, Fiji, Mexico, Egypt, Italy, the British Isles and Alaska. 
His one lighter-vein claim to fame is that he has been to 
Djibouti — to the uninformed — French Somaliland! 





“People love to be sold — especially by those who evidently 
know their products and can enthusiastically demonstrate them. 
They admire a salesman who will take time out to see them at 
hours when the average salesman is either just thinking of 
starting, or has. ‘called it a day.’ *’ 


— G. H: Wood, President — G. H. Wood & Co. Ltd. 
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GEORGIAN 
LODGE 


Beautiful estate-like surroundings. Pack- 
age plan for golfers includes greens 
fees, food and room. First tee is 150 
yards from the door. Wonderful fishing 
— no license required. Swimming pool, 
TV lounge, excellent dining room. 
Credit cards honored. 







Write for new TRAVEL GUIDE listing fine motels 
from coast to coast, inspected and approved by 
Congress of Motor Hotels. 


_ US. 17, (P.0.) Box 918 
BRUNSWICK, GA. 
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“O.K. . . . yours for 3000 pounds of jelly beans!” 





HERE NOW! 


“Good Afternoon Mr. Knakwurst. I'm John Smith from 
Relentless Realty. I wonder if you are thinking of selling 
your home?” 

“Meinself selling? Nein! Meinself dis house is buying.” 
“Oh I don’t mean that Mr. Knakwurst. I ben meaning... 
er... I thought prehaps you might like to seli because . . .” 

“Himmel! Das peoples needs selling der houses wen 
buying yet?” 

“Nein, der house she’s buying ... er . . .I mean this 
house I sell if you’re not wanting. it anymore.” 

“Auch nicht aus der realen statum der houses buys yah?” 

“Nein . . . der realen statum she is finished. Meinself — 
I'm going to jump der lake into!” 





ELECTRONIC AIR -CLEANING 


Mechanical science has _ pro- 
gressed to the point where knowl- 


edge and research have lead to 


equipment which will clean and 


purify air in a room or building, Fr, zd 
within minutes. b= “~ 3 coe 
; “o > 
The machine — shown opposite is { x : 
manufactured by Trion, Ine, ¢& : 


| Ki gle 

McKees Rocks, Pa. — will filter the > Sig, 
air in a 9000 cu. ft. room with a 
complete air change every ten 
minutes. Using the ionizing prin- 
ciple, the electronic air cleaner forces dirt-laden air 
through a positively-charged screen of wires where each 
particle (as small as 1/250,000 of an inch) is magnetized 
The dust eventually adhers to a negatively-charged filter- 
plate were it remains until given a periodic cleansing. 

The air cleaner will filter smoke, pollen and even bac- 
teria. Machines are already installed in Sunnybrook 
Hospital and The O’Keefe Centre, Toronto, besides an 
increasing number of other commercial buildings and 
hospitals. Even the British Nuclear Submarine Dread- 
nought and the American submarine Nautilus have this 
equipment aboard. 
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highest value? 


. .. fast turnover of property still hap- 
pens occasionally. Take as an example 
a motel in the Cornwall, Ontario area. It 
wos first sold mid-April, 1960, for $100,- 
000 cash; one month later for $110,000 
with $60,000 down and, in July for 
$120,000 with $40,000 down! ... 


land ho! 


. the fancy of children and adults 
alike have been captured by a unique 
sight found on the periphery of the gigan- 
tic Hillsdale Shopping Centre at San 
Mateo, California. Cashing in on the 
romonticism of medieval history, the 
David D. Bohannon organization built a 
28’ authentic scale model of C. Colum. 
bus’ Santa Maria, with flying pennants, 
rudder, wheel, rigging, sails —- the works. 
Plans were discovered in the archives of 
the Spanish Admiralty at de Cataluna. 
Promotion was so successful, the princi- 
pals are allocating space for three com- 
panion vessels: a submarine, river boat 
and pirate ship... . 


reverse psychology 


... the chief executive of a New England 
Company that had been awarded top 
national honours for its two plants at the 
Chicago Industrial Exposition and Con- 
gress, gave his formulae for success. 
Horace D. Gilbert, President of Miniature 
Precision Bearings, Inc. said: ‘““Take as 
much time and effort on details in build- 
ing a one million dollar plant as you do 
for your own home.” . . . 


subterranean folly 


. . . the Financial Post, while examining 
reasons why some 675 major American 
firms are moving their documents into 
huge underground catacombs because of 
alarm created by ‘State Department 
Brinkmanship’’, wonders why such action 
is needed. The Post's editorial questions, 
with tongue-in-cheek, “‘who would be 
around to use them?” .. . 


fire hazard 


: Sudbury, Ontario is attacking 
fire hazards from a different angle by 
banning all fuses over 15 amps from the 
retail market. Persons requiring stronger 
resistance units must apply to public 
utilities or electrical contractors .. . 


gold medallion 

interest of architects will be 
drawn to a contest sponsored by the 
Ontario Hydro and endorsed by the 
Ontario Association of Architects. Three 
prizes: $2,000, $1,000 and $500 will 
be awarded to top three designs for on 
all-electric, | middle-income — suburban 
home, built to Gold Medallion standards. 
Contest ends July 3... 


divining rod 
. the Saskatchewan Research Council 
has produced an electronic water seeking 
instrument that so far, in tests conducted 
near Wadena, Sask. has found ‘‘three 
times more water than needed.’’ Device 
electronically probes for gravel deposits 
which usually hold water. . . . 


watery front lawn 
. Out on the west coast in northern 
B.C., several families have erected five- 
roomed cottages on rafts which are large 
enough to have a “yard” enclosed by a 
picket fence. Homes are owned by 
loggers who move from place to place 
depending on areas to be worked. Rafts, 
anchored in sheltered inlets are sepo- 
rated from shore by a small raft which 
is pulled to shore by means of pulleys and 
rope. Schools and store are also 
onchored in vicinity. Religious services 
are conducted aboard four ships each of 
which has a chaplain. . 


time was 
. in the Edmonton Realtor, an article 
entitled ‘‘Flashback’’ relates how a 
determined Montreal developer, back in 
1909, influenced the Alberta Govern- 
ment to erect the Lieutenant-Governor’s 
official mansion in his sub-division. The 
area, now known as Glenora is a fashion- 
able Edmonton suburb. In order that only 
the finest homes be built, developer 
J. B. Carruthers filed a ‘‘Cloud’’ against 
each lot. This caveat, still valid today 
insists that construction costs must be 
not less than $3000! .... 


hard to believe 

. authorities in Kansas City, Kansas 
condemned several properties in 1960; 
now the police are on the trail of the 
unknown | ‘house-breakers’ who have 
campletely leveled several of the proper- 
ties and carted them off. Among the 
thefts were two apartment buildings one 
of them four-stories high. . . . 


CALENDAR 


B.C. ASSOC. REAL ESTATE 
BOARDS 


Nenaimo, B.C. 
Moy 5th - 6th 





SASK. REAL ESTATE ASSOC. 
Lake Waskesiu 
June 8th - 10th 


CAN. ASSOC. REAL ESTATE 


BOARDS 
Banff, Alberto 
September 4th - 8th 





INDUSTRIAL CALENDAR 
May 22-25, 1961 
Design Engineering Show, 
Detroit, Michigan. 


June 5-9, 1961 
Notional Plastics Exposition, 
Society of the Plastics Industry, Inc., 
230 Park Avenue, 
New York, N.Y. 


June 11-15, 1961 
Confectionery Industries Exposition, 
Chicago, Illinois 
National Confectionery Association, 
368 S. Wabash, 

Chicago, Illinois. 


June 18-July 3, 1961 (Tentative) 
Chicago International Trade Fair, 
General, 

Chicago, Illinois. 
Managing Director, 
Chicago International Trade Fair 
and Exposition, 

30 West Monroe Street, 
Chicago, Illinois. 


September 5-8, 1961 
National Chemical Exposition: 
Equipment, Chemicals, Services, 

Chicago, Illinois. 
National Chemical Exposition, 
86 East Randolph Street. 


October 23-27, 1961 
Notional Metals Congress and 
Exposition, 

Detroit, Michigan. 


November 27-December 1, 1961 
Chemicals Industries Exposition: 
Chemical Materials and Processes 

— Equipment, 

New York, N.Y. 

Exposition Manager, 
480 Lexington Avénue, 
New York, N.Y. 


December 10-14, 1961 
National Association of Homebuilders 
Chicago, Illinois. ° 


REAL ESTATE 
DIRECTORY 


GENERAL REAL ESTATE 


e@ BARRIE, ONT. 
Rogers and Connell 
One Dunlop East (PA 8-5568) 


A. F. Rose, 
78 Tiffin Street, 
PA. 8-2379. 


@ BRANDON, MAN. 
Hughes & Co. Ltd., 
125 - 10th Street. 


@ BURLINGTON, ONT 
Canada’s largest town 

W. D. Hitchcox 

541 Brant St. NE. 4-2343 


@ CALGARY, ALTA. 
Burn-Weber Agencies, 
248 Seventh Ave. W. 


Cote & Hunt Ltd., 
41 Hollinsworth Bldg. 


@ EDMONTON, ALTA. 


Weber Bros. Agencies Ltd., 
10013 - 101A Ave. 


@ FORT WILLIAM, ONT. 


Willport Realty Limited, 
Fort’ ¥ William - Port Arthur. 


@ NANAIMO, B.C. 


December Roses on the Blue Pacific 
Nanaimo Realty Co. Ltd., 
Nanaimo Realty Block. 


@ OSHAWA, ONT. 


Lucas Peacock, Realtor, 
556 Simcoe St. N. 


@ OTTAWA, ONT. 
C. A. Fitzsimmons and Co. Ltd. 
Realtors, 197 Sparks Street, 
Phone CE. 6-7101. 


P. Hubert ae a 
McKeown Realties L 
169 Somerset St. W. ro 2-4806). 


@ PETERBOROUGH, ONT. 
Irwin Sargent and Lowes, 
441 Water Street. 


@ QUEBEC, QUE. 


Ross Brothers & Company Limited, 


P.O. Box 9 (Up wn) 
LAfontaine 2 


@ RED DEER, ALTA. 
Bott-rill McKee Cunningham Ltd. 
5002 Ross Street. 
Phone 2619 


@ VERNON, B.C. 
Mercier & Neil Realty Ltd., 
3302 omens | Ave., 
Linden 2-4007 


” @ WINDSOR, ONT. 


U. G. Reaume Limited, 
802 Canada Trust Bldg. 
176 University St. West, 


General Real Estate Continued 


@ WINNIPEG, MAN. 
Arnovitch & Leipsic Limited, 
Four Sixty Main Street, 
Whitehall 2-3301. 


PROPERTY MANAGEMENT 


© HALIFAX, NS. 
Roy Limited, 
Roy Building. 

© VANCOUVER, B.C. 


Blane, Fullerton & White Ltd., 
517 Hamilton Street. 


IND. SITES — PROPERTIES 


@ CALGARY, ALTA. 


Cote & Hunt Ltd.; 
41 Hollinsworth Bldg. 


@ FORT WILLIAM, ONT. 
G. R. Duncan & Co. Ltd., 
121 May Street. 


@ HALIFAX, NS. 
Roy Limited, 
Roy Building. 

@ REGINA, SASK. 


W. Clarence Mahon, 
350 Western Trust Bldg. 


@ EDMONTON, ALTA. 
Melton Real Estate 
10154 - 103rd Street, Phone 47221. 


Weber Bros. Agencies Ltd., 
10013 -101A Ave. 


EXPERT APPRAISALS 


@ CALGARY, ALTA. 


Ivan C. Robison & Company, 
716-Fifth St. S.W. 
Phone AMherst 6-3475. 


@ EDMONTON, ALTA. 


Peter B. Sayko, F.R.I., A.A.C.I., 
11023 — 127 Street 

Weber Bros. Agencies Ltd., 
10013-101A Avenue. 


© OTTAWA, ONT. 


C. A. Fitzsimmons and Co. Ltd., 
Realtors, 197 Sparks Street. 
Ottawa, Ont., Phone CE. 6-7101. 


@ ST. CATHARINES, ONT. 


Andy Hawreliak, Realto 
Dominion Building, MUtual 4-2324. 


@ TORONTO, ONT. 


Chambers & Meredith Ltd., 
24 King Street West. 


@ WINDSOR, ONT. 
I. W. Thrasher Real Estate, 
1596 Ouellette Ave, 


TOP FLIGHT REAL 
ESTATE CONNECTIONS 
FROM COAST -TO-COAST 


®@ General Real Estate 


® industrial sites 
ond properties 


© ideal store locations 
© rural holdings 
® appraisals 


@ property management 


Retes for Advertising 
im the Real Estate 
Directory: 
3 lines — 12 issues 
3 lines — 6 issues 


Additional lines $1.00 per issue. 
No charge for city and province lines. 





PROFESSIONAL 
LISTINGS 


Rates for Professional Listings 


ONE INCH SIZE 
For six insertions ...................... Rinciasevaecrepunbial 360.00 
For twelve insertions 


FOR THE BEST INFORMATION 
ON B.C. REAL ESTATE 


Office buildings, industrial and revenue pro- 


perties, homes, building lots and sub-division 
a 


rite, wire or phone 
BOULTBEE SWEET & co. LTD. 
555 Howe St., Vancouver, B.C. MU, 1-7221 


WE SELL THE SUN PARLOUR 
g in 
Appraisals, Sales, Industrial 


We like to co-operate — Call 
I. W. THRASHER 


1596 Ouellette CL. 6-2335 














effective communication 


TAKES MANY FORMS — 


¢ advertising 


¢ word - of - mouth 


RATES FOR REALTORS ONLY 
¢ personal contacts 


DISPLAY: 
1 col-x 2” for 3 times: 


Let's take advertising as an example. Have you ever con- 
3” for 3 times: 


sidered that lucrative channels of communication stretch right 
- : across this nation and down into the States . . . all via the 
2" for 6 times: ° B a . 
Canadian Realtor route . . . with stops on the way to service 
3” for 6 times: . Se, . nA a ee ° ——eeee 
some 11,000 particular and influencial people? 


2" for full year: Why not take advantage of a special spring offer: for 


Realtors only? Our proposal will put your message and 
firm's address in front of this specific audience. 


3” for full year: 


— Sample a good readership . . . sample the worth of the 
see inside back cover for rates magazine which is being read and quoted by scores of 


media every month! 
ALL RATES BILLED MONTHLY OR 


FOR ANY PERIOD AS REQUESTED 


BY YOU. SEND COPY TODAY — 
START IN MAY ISSUE 


4 Canadian Realtor 


109 MERTON ST. TORONTO 7, ONT. 





